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Welcome 


NATIONAL ASSOCIATION of 
LIFE UNDERWRITERS 


We are honored that our city was chosen as this year’s 
convention site and we place ourselves at your service. 


E. P. GREENWOOD, President 


GREAT SOUTHERN 


Lire Insurance Company 


HOME OFFICE: 401 Louisiana Street 
HOUSTON 
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* * * * * * * * 


to the MEMBERS of the National ‘Association of Life 
Underwriters in convention assembled at Houston, Texas, 
and commend its officers in their 1938 Campaign “To 
vigorously promote a program to advance public knowledge 


of legal reserve life insurance and its uses.” 


High achievement is attained through strong, capable 
management along the lines of the intelligent promotion of 
public service through the individual. We offer this intel- 
ligent service through well trained representatives, and 


modern policies arranged to cover every life risk. 


The Kansas City Life agent is equipped to render this 


individualized service and behind him stands this Company’s 


Record of Achievement through its fair dealing with its 


policyholders and capable solution of their problems. 


* 


KANSAS CITY LIFE 
INSURANCE COMPANY 


Kansas City, Missouri 
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Houston Convention Is in 





Many Political 
Trades Are Made 
During Week 


About 18 Candidates Are in 
Field for the Six Trustee 
Jobs 








Convention Headquarters 
Rice Hotel, Houston, Texas 


As the National Council prepared to go 
into its second session of the week late 
Wednesday afternoon, this time to select 
the place of the 1939 annual meeting and 
to act upon the recommendations of the 
nominating committee, interest centered en- 
tirely around the contest for trustees. Six 
are to be elected. Some 18 or 19 candidates 
are more or less seriously in the field. 

That St. Louis will be selected as the 
convention city is taken for granted. A big 
delegation from that city is here. The St. 
Louisans have been campaigning for the 
convention for the past two or three years 
and they now have it in the bag. Atlantic 
City may enter a bid, however. San Diego 
may ask for it without any idea of getting 
it, but for whatever advantage a turn down 
at this time may give when it comes time 
to decide about the 1940 or 1941 meeting. 
Cleveland is making a strong campaign for 
the 1940 meeting, as in that year the Cleve- 
land association will be 50 years old. 


Johnson for President 


There is no contest in respect of the 
national officers other than trustees. Holgar 
J. Johnson, Penn Mutual, Pittsburgh, will 
be the new president; C. J. Zimmerman, 
Connecticut Mutual, Chicago, vice-presi- 
dent; Lara P. Good, San Diego, secretary ; 
and Robert L. Jones, State Mutual general 
agent emeritus in New York, treasurer. 

Word got around that the nominating 
committee headed by O. D. Douglas, Lin- 
coln National, San Antonio, will bring in 
nine names, letting the national council 
elect the six. Furious political activity has 
been conducted during the early part of 
the week. Trades of various kinds were 
made. Past obligations that were incurred 
in various contests are being liquidated. 
This man with nine votes in his pocket is 
being reminded that in 1936 he got seven 
votes from a certain source when he needed 
them, etc. This sort of political activity 
has developed to an increasing extent and 
has added to the piquancy of the week. 
There seems to be very little bitterness this 
week, Some of the candidates and their 
backers have very little chance of success 
this year and they know it, but they are 
getting attention and may find an opening 
In a year or two. 


Julian Myrick Issue 


The hottest fight has been raging around 
Julian S, Myrick, Mutual Life, New York. 
He has been for years one of the National 
association dependables and leaders. He is 
4 past national president. Quite an element 
it the association has been preaching the 
doctrine that a past president should not 








Opens Big Meet in Home State 

















0. SAM CUMMINGS 


It was entirely fitting that O. Sam Cummings, president of the National 
Association of Life Underwriters, should be the presiding officer at the Houston 
convention, the first held in his home state. He is Texas general agent of the 
Kansas City Life, with headquarters in Dallas, and played a prominent part in 
building up the association movement in Texas to the pre-eminent position 


which it now holds. 





be elected as a trustee. But Mr. Myrick has 
a lot of boosters, who feel that his influ- 
ence is needed. 


List of Serious Contenders 


Here is a list of some of the most seri- 
ous contenders in the field, Messrs. Duff, 
Hedges, Myrick and Yates standing for 
reelection : 

W. H. Andrews, Jefferson Standard 
Life, Greensboro, N. C. 

Earl Colborn, Connecticut Mutual, Ro- 
chester, N. Y. 

W. M. Duff, Equitable Society, Pitts- 


burgh. 

Ht A. Hedges, Equitable Life of Iowa, 
Kansas City. 

A. Leroy Johnson, Sun Life, Jackson- 
ville, Fla. 

Julian S. Myrick, Mutual Life, New 
York. 

E. G. MacDonald, Equitable 
Sheboygan, Wis. 

Roderick Pirnie, Massachusetts Mutual, 
Springfield, Mass. 


Society, 





John Prins, Metropolitan Life, Seattle. 

H. K. Schoch, Aetna Life, Detroit. 

Maurice H. Stearns, John Hancock Mu- 
tual, Providence, R. I. 

Louie Throgmorton, Aetna Life, Shreve- 
port, La. 

Sidney Wertimer, Prudential, Buffalo. 

John W. Yates, Massachusetts Mutual, 
Los Angeles. 





Two Leaders Incapacitated 


Two of the wheel-horses of the Na- 
tional association, former President 
Lester O. Schriver, Aetna Life, Peoria, 
Ill, and Trustee Ray Hodges, Ohio 
National Life, Cincinnati, were unable 
to attend the convention on account 
of the condition of their health. Mr. 
Schriver is under the care of a physi- 
cian, although not seriously ill, and 
Mr. Hodges has not recovered suffi- 
ciently from a recent operation to make 
the trip. 





High Gear 





Opening Session 
in Auditorium 
Colorful, Stirring 


Dozens of Activities Pre- 
cede Formal Convention of 
Life Underwriters 


Convention Headquarters 
Rice Hotel, Houston, Texas 


The magnificent Sam Houston auditori- 
um was filled with an expectant throng of 
some 1,500 Wednesday morning as the first 
formal session of the Texas convention of 
the National Association of Life Under- 
writers got under way. The opening session 
is always colorful and stirring, with the va- 
rious functionaries keyed to the task for 
which they have been pointing, with the 
local leaders puffing in justifiable pride, 
and with the rank and file, fresh and alert, 
eager for the show that has been so thor- 
oughly advertised. 

By the time the formal proceedings are 
launched, the pre-convention hub-bub has 
pretty well subsided. The electioneering pe- 
riod is just about over. The Million Dollar 
Round Table, Managers & General Agents 
Section, Women’s Division, National Coun- 
cil have completed their deliberations, had 
their elections, amended the by-laws, ap- 
pointed committees, etc., and all hands are 
ready for the show in the big tent. 


Physical Arrangements 


So far as physical arrangements go, the 
Houston convention has never been bet- 
tered. Hotels, air conditioned, are accus- 
tomed to and prepared for conventioneers. 
There is no quarreling about reservations. 
The Houston local committees seemingly 
thought of everything. Joseph S. Smith, 
Aetna Life general agent, general chair- 
man, looks after everything without getting 
his hair ruffled—everything from “Make 
those people stop hammering; we women 
underwriters can’t hear a thing in our 
meeting” to “Quick, Joe, Where Can I Get 
a Sign Painter?” 

_lhe hotels are air conditioned, but sur- 
prisingly, to northerners at least, it is a 
gratuitous comfort. The weather has been 
balmy and pleasant and the evenings cool 
(not adv.). Some may have decided not to 
come, because of the fear of hot weather. 
They made a mistake. 

Executives of eastern companies that are 
not operating in Texas are being bom- 
barded with questions about when they in- 
tend to enter the state. Some of these ex- 
ecutives do have intentions and are looking 
over the talent. 

Numerous company functions are being 
held during the week. Some are important, 
pre-arranged affairs; others are impromptu 
get-togethers. San Jacinto Inn, about 12 
miles away, is getting a big play. That is 
where fish course is piled upon fish course, 


CONTINUED ON PAGE 43 
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State Presidents 
Swap Ideas at 
Dinner Parley 


About 25 States Are Rep- 
resented—O. D. Douglas, 
Texas Leader, Presides 


Presidents or past presidents of about 
23 state associations gathered Monday at 
a dinner meeting in the Rice to exchange 
ideas on how to improve the effectiveness 
of state organizations. O. D. Douglas, Lin- 
coln National, San Antonio, immediate past 
president of the Texas association, pre- 
sided. He called on Louie Throgmorton, 
Aetna Life, Shreveport, La., a jolly little 
man, to open the proceedings on a light 
note, by telling a story or two, and Mr. 
Throgmorton most competently obliged. 

Mr. Douglas voiced the opinion that one 
of the most important and useful duties of 
the state association is to help arrange for 
the appearance of good speakers at local 
association meetings. 

Sponsorship of the so-called Texas Lead- 
ers Round Table has proved popular, he 
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Louisville Is Selected 
For Mid-Year Meeting; 
Date Not Yet Fixed 


Louisville was selected for the mid- 
year meeting of the national council 
at a pre-convention meeting of the 
National association trustees, who were 
in session all day Saturday and Sunday 
morning. The selection of the time for 
the meeting was left to the incoming 
administration. A suggestion that it be 
held some time near Derby Day was 
emphatically vetoed. 

Invitations for the mid-year. meeting 
were also received from Davenport, 
Ia., Newark and Atlanta. All of the 
trustees were in attendance at this 
meeting except Frank B. Summers, 
New York Life, Boston, Paul F. Clark, 
John Hancock, Boston, and Ray 
Hodges, Ohio National, Cincinnati. 

The trustees were the guests of 
President O. Sam Cummings at a din- 
ner Saturday night. Sunday afternoon 
the trustees and National association 
official staff were guests of the Hous- 
ton Association of Life Underwriters 
on a boat trip down the Houston ship 
channel, with dinner at the San Jacinto 
Inn, at which Sam R. Hay, Jr., Great 
Southern Life, secretary of the general 
convention committee, presided. 


San Diegans Seek Meeting 
for Either 1940 or 1941 


A delegation is on hand from 
San Diego in the interest of hav- 
ing Lara P. Good, Prudential, 
elected as national secretary and 
of creating sentiment in favor of 
holding the national convention 
in San Diego in 1940 or 1941. 
They hoisted a San Diego banner 
in the lobby of the Rice and 
fastened San Diego blurbs on the 
lapels of conventioneers. In ad- 
dition to Mr. Good, the delega- 
tion includes: Roscoe Arnett, 
Connecticut General, president 
San Diego association; G. D. 
Crafford, Minnesota Mutual; and 
Robert Sanders, Business Men’s 
Assurance. 


Glenn J. Spahn Is on Hand 


Glenn J. Spahn, superintendent of 
agencies, is representing the head of- 
fice of Metropolitan Life. 


The Phoenix Mutual Life held a din- 
ner Tuesday night at the San Jacinto 
Inn with Vice-President D. Gordon 
Hunter as host. A breakfast was held 
this morning. 





lst Day 


Edwards Trophy 
For Membership 
Goes to Chicago 


Record Number of Associa. 
tions Ahead of 1937— 
Many New State Units 


The total membership of the National 
Association of Life Underwriters is now 
26,940, Harry T. Wright, Equitable So- 
ciety, Chicago, chairman of the member- 
ship committee, reported at the national 
council meeting Monday. The total June 
30 was 26,094, a slight decrease from a 
year previous, when it was 26,584. How- 
ever, an all-time record was established 
as to the number of local associations 
equalling or exceeding the previous year’s 
membership—163 this year as compared 
with 155 last year. Twenty-two states and 
Hawaii exceeded their 1937 totals and five 
states, Mississippi, Wisconsin, Wyoming, 
Illinois and New Mexico, as well as 
Hawaii, exceeded the quotas assigned to 
them. 

CONTINUED ON PAGE 42 














Top row (left to right)—T. B. Lane and George Simons, agency supervisors, and William Sexton, agency secretary Great Southern Life; H. G. Wisch- 
meyer, John Hancock Mutual, Cleveland; Dale Shepherd, Connecticut Mutual, Houston; R. C. Laub, Monarch Life, Springfield, Mass. 
Second row—Homer Rogers, Equitable Society, Indianapolis; W. W. Klingman, Texas manager, Equitable Society; Lloyd Klingman, Dallas, district manager 


Equitable Society. 


Third row—E. H. Schaeffer, Fidelity Mutual, Harrisburg, Pa.; J. E. Fitzgerald, Fidelity Mutual, San Jose, Cal.; J. Lee McConnell, Union Central, Gales- 
burg, Ill.; Bart Leiper, advertising manager, Provident Life & Accident, getting a St. Louis rose. 
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Millionaires Tell Selling 


“lt Works in Pasadena!’ 
Ron Stever Tells Why 





Building Younger 
Clientele Urged 
by P.H. Dunnavan 


Tendency of Big Producer 
Is to Contact Mainly Men of 
His Own Age 


The necessity for building up a 
ounger clientele was stressed by Paul 

. Dunnavan, Canada Life, Minneapo- 
lis, in his talk before the Million Dol- 
lar Round Table. 

“First, last and always,” he said, we 
have the problem of effective prospect- 
ing. Some authorities believe proper 
prospecting to be 90 percent of the bat- 
tle.. Since prospecting is perhaps our 
most important fundamental of success, 
we should take time now to see what 
place the element of time may have 
in our future prospecting. 

“First of all, our success in pros- 
pecting is based primarily upon our 
individual ability to make contacts, to 
obtain prospects for life insurance from 
these contacts and finally to sell not 
only these prospects, but others whom 
we will ultimately reach because of our 
original contacts. For example, a defi- 
nitely planned contact which I made 
in 1929 has resulted in 13 clients whom 
I now have insured for a total of $1,- 
200,000 and none of them are through 
with me, I hope. 


Contact People of Own Age 

“A careful analysis of my own sales, 
over a period of years, has convinced 
me that I have a natural, but rather 
dangerous, tendency to contact people 
of an age very near my own. If this 
tendency is general in our business, 
and I am quite convinced that it is, 
then, 15 years from now, the average 
44-year-old million dollar producer will 
finally be trying to sell men in their 
late 50s. Everyone knows of the dif- 
ficulties of trying to make sales at 
these ages—premium rates are rela- 
tively high, earning capacity is on the 
wane, medical requirements become 
much more stringent—in fact it is a 
discouraging combination. The life 
companies are justifiably restricting us 
in the sale of annuity contracts which, 
in recent years, gave us a means of 
counteracting the difficulties in selling 
actual life insurance at these ages. 

I believe the only answer is defi- 
nitely and deliberately to commence to 
invest part of our time in laying plans 
now for a junior clientele which will 
teach the peak of its purchasing power 
or regular life insurance at a time 
when our normal contacts will be with 
a much higher age group. 


Establishing Junior Clientele 


“There are several means of accom- 
Plishing this goal. In my own case, I 
have been working for some time on 
the establishment of such a junior cli- 
entele. The policies now being written 
on the lives of children from the age 
of six months to 10 years afford one 
Perfect means. In this connection I rec- 
ommend that we make and maintain a 
complete record of the names and birth- 
dates of all the children in each family 
group represented by our various cli- 
ents. I personally have had consider- 
able success in selling policies on all 
children in a family grotip, as one sin- 
gle sales presentation. 

As an example, the young children 
of many wealthy parents already have 
an independent income from trust funds 
or in some cases from fond grand- 
CONTINUED ON PAGE 37 











“ Ron Stever, manager Equitable So- 
ciety, Pasadena, California, told the 
Million Dollar Round Table about the 
system he developed which made pos- 
sible million dollar production the sec- 
ond year in the new territory, a pace 
which has since been maintained. This 
was in spite of the fact that he had but 
one year’s experience in the life insur- 
ance business and was unknown in Pas- 


adena. 

“In the fall of 1933 I went to Pasa- 
dena as district manager for my com- 
pany,” he said. “Not being acquainted, 
it was necessary to develop a plan 
of prospecting from scratch. At least, 
there were no bridges to burn and no 
bad habits to undo. Looking back over 
the five years, these seem to be the im- 
portant factors in the system I have at- 
tempted to build: (1) An adequate plan 
of prospecting; (2) an organized rou- 
tine which became automatic; (3) a 
considerable degree of specialization; 
(4) a definite plan of building prestige; 
(5) the ability to visualize my objec- 
tives. 

“Soon after arriving in Pasadena, I 
realized that the real insurance market 
was among well-to-do people with es- 
tate problems. With practically no in- 
dustries, the field was limited to retail 
merchants, an outstanding professional 
group, and wealthy residents. set 
about preparing myself for estate plan- 
ning work and at the same time started 
to build a list of prospects. To begin 
with, every available list of well-to-do 
people was purchased, lists based on 
the amount of securities reported for 
the county intangible tax, property 
holders, executives and every other list 
having any merit. With plenty of names 
on hand, it was not desirable to obtain 
more information in order to select a 
workable prospect list. We had deter- 
mined to build up an active list of 500 
names. 


Scrapbook Valuable Adjunct 


“In a city the size of Pasadena, much 
space in the local papers is devoted to 
the activities of its prominent citizens. 





To record this information, a large 
loose-leaf scrapbook was started, alpha- 
betically arranged. My secretary and I 
clipped everything that mentioned any- 
one on our prospect list. 

“More than once the motive for the 
approach has been revealed in a clip- 
ping. To illustrate, a newspaper item 
covered the farewell dinner party in 
honor of a man on our prospect list. 
The story revealed that he was going 
to Europe, but would stop at Pitts- 
burgh to attend the directors’ meeting 
of the company which bore his name 
and which he founded. A client was one 
of the guests and from him we learned 
that the prospect was the largest stock- 
holder in the company and about 90 
percent of his total estate was repre- 
sented by this stock. Obviously, there 
was a need for a substantial amount of 
life insurance. It developed that his in- 
surance had not been increased as taxes 
increased. In addition to gathering val- 
uable information, the clipping habit 
can be a big help in keeping centers of 
influence alive. When I find an item in 
a newspaper or magazine that may be 
of interest to a friend or client, I scrib- 
ble a personal note across the corner 
and drop it in the mail. This personal 
touch is appreciated by many people. 

“The scrapbook is supplemented with 
a large loose-leaf ring binder prospect 
book. A history is kept of the develop- 
ment of each case from the time the 
first information is recorded until the 
case is closed. 


Community Activities 


“Community and organization activ- 
ities have played a big part in get- 
ting prospects and developing contacts. 
Sometimes I have questioned the wis- 
dom of giving up the time necessary to 
serve as an officer or director of seven 
or eight organizations. And then I re- 
call that last year the president of the 
Community Chest purchased $125,000 
with a $9,000 annual premium. Without 
this activity I might never have known 
him. In addition, he has been my best 

CONTINUED ON PAGE 38 





Head Millionaires Group 

















PAUL C. SANBORN, Boston 
Chairman 


New Round Table 





JACK LAUER, Cincinnati 
Retiring Chairman 








Methods 


Paul C. Sanborn Is 
Elected Chairman 
of Round Table 


New Constitution and By- 
Laws Adopted — Member- 
ship at High Mark 


Paul C. Sanborn, general agent of the 
Connecticut Mutual Life in Boston, was 
elected chairman of the executive com- 
mittee of the Million Dollar Round Table 
for the coming year, succeeding Jack Lauer 
of Cincinnati, at its meeting Tuesday, start- 
ing with a breakfast. He has been active 
in the affairs of the round table for a 
number of years and has been on the 
executive committee for the past two 
years. The other members of the executive 
committee are H. G. Mosler,-:Massachu- 
setts Mutual, Los Angeles, president of the 
Los Angeles Life Underwriters Associ- 
ation and a member of the executive com- 
mittee the past year, and A. C. (Tex) 
Bayless, Great Southern Life, Houston, 
who was in charge of local arrangements 
for this meeting and of the pre-convention 
outing at Galveston. 

The nominating committee was com- 
posed of past chairmen, headed by “Mac” 
Donnelly of New Castle, Pa. It recom- 
mended to the new executive committee 
the selection of H. Kennedy Nickell, Con- 
necticut General Life, Chicago, as chair- 
man of pre-convention activities next year. 


New Qualification Setup 


The round table adopted a new consti- 
tution and by-laws drafted by a committee 
named at the meeting in Denver last year, 
after considerable discussion had developed 
as to the basis for qualification for mem- 
bership. The new constitution provides 
that qualification for 1939 may be for any 
12 consecutive months ending prior to July 
1, 1939, with no duplication of business 
used in any previous qualification, except 
for July, 1938, as the ending date this year 
was Aug. 1; thereafter for any 12 con- 
secutive months ending prior to July 1, 
without duplication, but ending after July 
1 of the previous qualifying year. 

Volume credit allowed on single premium 
annuities will be 114 times the amount of 
the deposit; annual premium deferred an- 
nuities, 30 times annual premium; group 
limit $200,000 and $100,000 on one case. 
Business in these three classes can not ex- 
ceed 50 percent of the qualifying credits. 

The chairman must be either a life or 
a qualifying and life member, and execu- 
tive committeemen must be either life 
members or qualifying members for two 
years immediately preceding. 


About 50 in Attendance 


While there are 161 members of the 
1938 round table, the largest number in its 
history, there were only about 50 in at- 
tendance. Miss Agnes Bruder, Equitable 
Society, Chicago, was the only woman 
in the party. She was also the only woman 
to qualify this year. There were five for- 
mer round table chairmen: W. M. Duff, 
Equitable Society, Pittsburgh; George E. 
Lackey, Massachusetts Mutual, Detroit; M. 
J. Donnelly, Equitable, New Castle, Pa.; 
Harry T. Wright, Equitable, Chicago, and 
Grant Taggart, California-Western States 
Life, Cowley, Wyo. 

Governor Allred of Texas and Mayor 
Fonville of Houston were on for 
the breakfast and extended greetings. 
President A. Morgan Duke of the South- 
land Life welcomed the millionaires on be- 
half of the Texas companies. I. H. Kemp- 








ner of the Texas Prudential and G. S. Mc- 
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Women Producers Have Busy Schedule 


Activity Should Reflect 
Sense of Value of Task 


By BEATRICE JONES 


Manager Women’s Division 
Equitable Society, New York 





Quarter Million 
Dollar Group 
Dinner Session 


Beatrice Jones Principal 
Speaker — Helen Rockwell 
Is Chairman 


Climaxed by the stimulating talk of 
Beatrice Jones, Equitable Society, New 
York, on what women are doing in busi- 
ness today and particularly in the life in- 
surance business, 13 women out of a total 
of 43 who qualified, shared some common 
experiences and cited some unique cases at 
the third annual quarter million dollar 
round table Tuesday evening. 

After an elaborate dinner in the Early 
American room, Miss Helen B. Rockwell, 
chairman, started off the discussion by 
calling on Miss Helen Summy, Equitable 
Society, St. Joseph, Mo., to select one of 
four possible subjects for a four minute 
discussion. The subjects: estate analysis, 
settlement options, programming and audits 
and tax insurance. Miss Summy, choosing 
the subject of tax avoidance, recommended 
a study of Lowe & Wright’s “Minimizing 
Taxes” to all who would quickly endear 
themselves to their prospects. 

“We are all tax conscious but not all 
tax informed,” Miss Summy declared. 
“We are not availing ourselves of the ex- 
emptions we are entitled to. The value of 
a ‘tax approach’ cannot be overemphasized 
today.” 

Miss Sara Frances Jones, Equitable So- 
ciety, Chicago, also stressed the import- 
ance of saving estate values through life 
insurance. 


May Have %-Million Table 

Incidentally, as the 43 who qualified for 
the quarter million group have paid for 15 
million in insurance during the past year, 
and as several have written so much more 
than the quarter million minimum, it was 
decided to try for the nucleus of a % 
million dollar unit within the same group 
next year. 

Mrs. Bessie Dale, Kansas City Life, was 
applauded when she stated that in her 
small home town of Lawton, Okla., she 
wrote more than 200 cases last year, in- 
cluding both women and men. 

CONTINUED ON PAGE 42 








Life insurance selling is the ideal 
working career for women who can 
handle it. It combines the qualities of 
earning power based on results entire- 
ly; security in the job (no one ever 
fires a good producer); increasing 
years becoming an advantage, not a 
danger, and the outlet for social serv- 
ice. These are the characteristics that 
women want in a job. 

While life insurance offers these ad- 
vantages to women, it asks something 
in return: (1) a tacit admission, at 
least, that it is a man’s business, that 
the whole life insurance set-up is a 
concept of men’s minds; they have de- 
veloped the organizations, have pro- 
moted it and sold it, have planned edu- 
cational activities, and, in short, fash- 
ioried a man-made picture. And the 
wise woman will face that fact openly 
and not be too disturbed by it, for she 
knows that in any man-made picture 
there is a place for woman if she will 
patiently seek it; (2) working in life 
insurance places an obligation on wom- 
en to play a part that does not leave 
them open to condemnation as women 
—that is, the woman who accepts an 
assignment and defaults, the woman 
whose activities suggest only the ambi- 
tion to promote herself, the woman 
who forgets she is a woman in a man’s 
field, and the woman who can never 
forget she is a woman. 


Exemplify the Product 


The woman must exemplify what 
she is selling. As repelling as a beauti- 
cian with bad skin is a life insurance 
woman leading a hand-to-mouth exist- 
ence with no conscious serenity as she 
approaches old age. 

A woman underwriter must keep her 
attainments in bounds that can be sus- 
tained. The temptation to go too far 
afield, to do a job that may be beyond 
one’s powers, to conquer the world in 
a minute must be withstood if a woman 
is going to make the most of the task. 

This does not mean that women 





should ever be hemmed in by the nar- 
row limitations that they set for them- 
selves when they first entered the 
business world. The mind must be 
stretched, but stretched gradually; the 
stretching exercises should be planned 
carefully and worked out on a sound, 
educational basis. 


Understanding People 


One must know and understand peo- 
ple. This is a course of study just 
as important as a course on the first 
principles of the selling process. Study 
people; watch them carefully; note 
their reactions; realize what in yourself 
most pleases them and most alienates 
them; play up your extravert charac- 
teristics that make people like you, and 
hide those that are not well received. 
A shrewd student of people is already 
well on her way to success in almost 
any business or profession. 

It is important to be conscious of 
how good a job you have and seeing 
to it that your whole activity reflects 
that awareness. When you are in a 
slump or when things aren’t moving 
along as well as they might, the job 
of selling life insurance may not seem 
to be the one for you. 

But you know that it is. When you 
sit down and think about it, when 
you begin to realize that you can earn 
just as much as you want to, that 
you’re absolutely secure as long as 
you can get in the field, that you’re 
never in danger of losing out as you 
get older and that you’re doing a daily 
philanthropic task that is bringing joy 
to millions, and easing the sorrows of 
other millions, you must realize that it 
is the greatest business in the world. 
And when you’ve become fully con- 
scious of that, and transmit that aware- 
ness into your selling and into your 
relations with clients and prospects, 
you’re on your way to success. 


ST. LOUIS DELEGATION SEEKS 1939 NATIONAL CONVENTION 








Attention Is 
Directed at the 
Woman Prospect 


Feminine Division Assumes 
Larger Proportions With 
Full Day of Sessions 


With an imposing list of thought pro- 
voking, and forthright speakers and with 
an attendance representing 17 companies, 15 
states, and 23 cities from Bangor, Me, 
to Baton Rouge, La., and from Los An- 
geles to New York, woman’s day Tuesday 
was pronounced the most successful yet at- 
tempted in the three years since the wom- 
en’s division was inaugurated. 

Miss Beatrice Jones, Equitable Society, 
New York, started off her program by an- 
nouncing her general theme: the woman 
prospect, first how to get her; second, what 
to do for her. The morning session oc- 
cupied itself with the first of these topics, 
the afternoon with the second, At the con- 
clusion of each talk there was an open dis- 
cussion participated in by all the women 
present. And in between sessions there was 
a delightful luncheon at the College Inn, 
a 20 minute drive out from the Rice hotel, 
attended by more than 100 women and rep- 
resenting, besides local and visiting insur- 
ance women, a woman impresario, a cot- 
ton-broker, several top-flight journalists, 
physicians, lawyers, librarians, shop own- 
ers, teachers, members of the park board 
and board of education and finally—one 
who admitted to being “only Mrs. Ar- 
buckle’s mother!” (Mrs. Phil H. Arbuckle 
was local chairman of the woman’s divi- 
sion. ) 


Welcome Is Given 


At 9:30 Miss Helen Summy, Equitable 
Society, St. Joseph, Mo., called the meet- 
ing to order and turned the gavel over to 
her program chairman, Miss Jones, who 
in turn called on Coralie Gregory Wood, 
Houston musician, who sang several fa- 
vorite old songs. Mrs. Phil H. Arbuckle 
welcomed the women to Texas. Miss Sara 
Frances Jones, Equitable Society, Chicago, 
responded. She gave a resume of the work 
in the woman’s association, in which she 
was a pioneer. Miss Helen Rockwell, Na- 

CONTINUED ON PAGE 35 
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Managers Section Meeting Draws 500 
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More, Time and Money Is 


Necessary in Training 


By KELLOGG VAN WINKLE 


Manager, Equitable Society, Los Angeles 


We are all. trying to develop men 
who can make more than an adequate 
living through devoting their entire 
time to the selling of the service of life 
insurance in such a way that both the 
public and the companies represented 
are completely satisfied with the busi- 
ness done. We must bear in mind the 
fact that the American public is much 
better educated regarding life insurance 
and annuities today than 5, 10 or 15 
years ago. It is the obligation of man- 
agement to see to it that the men we 
send into the field to represent life in- 
surance to the public are able to do a 
correct and entirely satisfactory piece 
of work. 

Twenty-two companies were contact- 
ed and questioned regarding their train- 
ing systems for new agents. No two 
methods are alike. Some adequate re- 
search resulting in the development of 
minimum requirements is necessary in 
the training of the new agent, regard- 
less of company affiliation, which would 
guarantee to the insuring public proper 
life insurance service. However, in spite 
of the great multitude of divergent 
plans of training new men, each com- 
pany has developed successful men 
with its particular training method. 
This demonstrates that the selection of 
men to be trained is far more important 
than the training method used. 


Spend Time and Money 


We must plan on spending a consid- 
erable amount of time, as well as 
money, in the training process. It takes 
at least as long, and usually longer, to 
try to train a dub than to really train 
a superior type individual, as the latter 
assimilates information and instruction 
much more rapidly than the former. 
We have used the selective tests for 
more than two years and for most of 
that time we have made it an absolute 
tule that unless the applicant grades 
superior or acceptable, the two highest 
grades, he is not accepted. This has ma- 
terially kept down the number of new 
agents, but our average production per 
new agent during the past 12 months is 
more than twice what it was before we 
began to use the tests. 


Not Adjusted to Individual 


Each company that has a well defined 
training course for new agents pro- 
vides a single course for all such 
agents. Differences in men are ignored 
—whether a man is well or only moder- 
ately educated, whether he is old or 
young, whether he has contacts with 
a white collar group, executive group, 
People of wealth or of some particular 
Profession, seem to have been entirely 
overlooked. It is up to us in the field 
to exercise adequate judgment in the 
administration of that training proced- 
ure to fit the individual. First consider 
the man to be trained and what you are 
training him to do, and then apply such 
training procedure as will best accom- 
Plish your particular objective with the 
Particular man. 


New agents tend to contact as their 
ho field of prospects—and hence 
friead first field of prospects — their 
ile” 8, associates and people of a sim- 
Bs age and similar economic circum- 
stances. If we have a certain group of 
People in our community to which we 





desire to sell life insurance, the best 
way is to secure one of their number, 
or one which has a close and natural 
association with one of their number. 


Have Established Prestige 


Agents chosen on this basis are suc- 
cessful because they have an estab- 
lished prestige with the individuals of 
their particular group. Prestige is one 
of the essential ingredients for the suc- 
cess of any agent. This should be 
stressed with the prospective agent 
and he sheuld realize before he actually 
comes into our business that he must 
constantly strive to develop the proper 
prestige with the group of people he 
contacts. 

The best way to train a new man is 
to do an individual job with him. Have 
the supervisor handle that training both 
in the office and in the field personally 
with the individual new agent, using 
the conference method in the office and 





Inspirational 








E. B. THURMAN, Chicago 
New England Mutual Life 





the example method in the field. In the 

conferences the supervisor should be 

sure that the new agent understands 
CONTINUED ON PAGE 14 








Seek to Have 
P. B. Hobbs Again 


Serve as Chairman 





Diversified Program Is Pre- 
sented at All Day Session 
Tuesday 


The executive committee of the Gen- 
eral Agents & Managers Association 
brought pressure upon Philip B. Hobbs, 
Equitable Society, Chicago, to accept 
reelection as its chairman. Mr. Hobbs 
demurred, but twice the committee 
took unanimous action in favor of 
drafting him and the final decision was 
that Mr. Hobbs should give his deci- 
sion before the week is out. 

Mr. Hobbs said that if he does take 
the responsibility it is with the under- 
standing that he be supported by a 
strong vice-chairman. The committee, 
accordingly, deferred electing a vice- 
chairman, leaving that choice to Mr. 
Hobbs, if he finally accepts, in consul- 
tation with Marshall Holcombe, man- 
ager Sales Research Bureau. 

Several projects are under way with 

CONTINUED ON PAGE 40 





Top row (left to right)—John Prins, Metropolitan Life, Tacoma; Charles C. Thompson, Metropolitan Life, Seattle, 
past national president; (above) Lara P. Good, Prudential, San Diego, Cal., G. D. Crafford, Minnesota Mutual, San 
Diego; Robert Sanders, Business Men’s Assurance, San Diego; (below) John W. Murphy, supervisor ordinary agencies 
Life of Virginia; Joe M. Gantz, Pacific Mutual, Cincinnati. 


Second row—M. L. Seltzer, Aetna Life, Des Moines; J. S. Smith, Jr., Aetna Life, Huntsville, Tex.; O. P. Schnabel, 
Jefferson Standard, San Antonio; Robert White, Jefferson Standard, Dallas. 
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Leadership Is Big Job in 
Supervising Agents 


By J. HARRY WOOD 


Manager of General Agencies 
John Hancock Mutual Life 


Leadership is the big job of the 
supervisor, and general agent or man- 
ager and motivation is the essential 
quality of leadership. Men need super- 
vision despite the fact they have a com- 
mission contract which pays them in 
proportion to their efforts. 

Sales managers agree that men who 
are failures are usually so because they 
either do not know how, or they don’t 
want to do the things necessary to suc- 
cess—they don’t want success enough 
to pay the price it exacts. This makes 
supervision a two-fold job of teaching 
agents how to do the things which are 
necessary and with that accomplished, 
make them want to put this training 
into practice. 

Leadership embodies many qualities, 
but the most important one is the abil- 
ity to motivate; to get men to do what 
they ought to do, to get men to tap 
their reserve tank of energy when 
needed—in short, as one great sales 
manager said, “to make average men 
get better-than-average results.” A gen- 
eral agent or manager who can do this 
is on the way to success. 

The first thing to remember is that 
motivation is impossible by mechanical 
means alone. The sales manager’s per- 
sonal leadership is the basic factor. A 
good leader using poor methods will 
get better results than a poor leader 
using the best methods known. Not 
only must the manager take a sincere 
personal interest in his men, but it 
must be demonstrated that he is doing 
so by translating this personal interest 
into activities which prove it. There are 
many ways of accomplishing this. One 
method is that of asking the agent 
about his family, his hobbies, cases he 
is working on now, the policies he is 
trying to deliver, always mentioning 
names to show him that you really 
know what he is doing. This demon- 
stration of interest builds up a man’s 
self esteem. 

Following up anniversaries is anoth- 
er way of displaying interest. You send 
birthday cards to your policyholders; 
do you do the same to your agents? 


Sound Financial Basis 

The second principle is that the agent 
must be on a sound financial basis, 
otherwise he cannot respond to his 
manager’s efforts along the line of 
motivation. Could a manager be finan- 
cially distracted and yet give his best 
efforts toward the building of his 
agency? The answer is obvious. What 
can be done to get an agent on a sound 
financial basis? Too many times we 
have merely loaned him money and 
then loaned some more, and in the 
long run, may have gotten him in a 
worse financial position. 

This is a longtime problem, and so 
the annual budget prepared in coopera- 
tion with the general agent, the agent, 
and the agent’s wife, has been taken 
as a first step. Sometimes it means a 
radical reduction in expense. More 
often it calls for an increase in pro- 
duction. 


Do Not Work for Money 


We should face the question directly 
as to whether men really work for 
money. The man who is attempting to 
be a sales manager, and who believes 
men do work for money is headed for 
failure. He cannot motivate because he 
does not understand human nature. 
Men do not work for money. If they 
did, our commission contract would 
be all the motivation needed. We know 
how hard men work to win the right 
to attend the convention, to wear a 





certain club button, to be designated as 
a member of the ‘Big 10 Club,’ or any 
one of the many other honors, most 
of them not monetary, but all of them 
appealing to the ego and helping to 
build up prestige. 

How can we capitalize on the fact 
that men do not work for money? Men 
work for a specific objective or goal, 

A manager’s ability to motivate is 
going to depend partly on his ability 
to discover the goal the agent has in 
mind or even the more difficult one of 
uncovering a goal that he can be per- 
suaded to accept in order to make 
him work even harder. 

What kind of specific objectives or 
goals should we have in mind when 
probing for specific ideas or procedures 
to use? There are really four different 
kinds: first, financial objectives; sec- 
ond, work objectives; third, personal 
development objectives—of two kinds, 
either increasing prestige or improving 
personality; fourth, special achieve- 
ment objectives, or goals which the 
individual agent has in mind. 


Financial Objectives 


One well-known agent says that as 
long as his general agent continued to 
talk to him about earning more money, 
he remained cold and indifferent, but 
when the general agent began to “sell” 
him indirectly on moving into a better 
neighborhood with a larger home and 
with an annual vacation for his family, 
he began to visualize what that meant 
to them. He realized that this was what 
he wanted, and set out to get it. It may 
be difficult for some to understand that 
his objective was not money, though it 
was a financial one. 


Prestige Objectives 


Production clubs motivate men. They 
give men a certain prestige. One gen- 
eral agent has an agency club based 
on performance. Members are a board 
of directors who are consulted on most 
agency matters which concern produc- 
tion. Their names are prominently dis- 
played each month, and they vie for 
the honor. 

After the general agent assists an 
agent in setting a goal, motivation has 
only begun. The urge must still be 
there to achieve that goal and it must 
be furthered by the activities of the 
general agent. One of the strongest 
incentives to achieving a goal set is 
to make that goal public, because men 
tend to do those things which others 
expect of them. For a leader to get 
the best out of a man, he should com- 
mend his progress more often than he 
condemns his lack of progress. 

One of the biggest incentives to 
achievement to getting men to do what 
they ought to do is the attainment of 
a success atmosphere in the agency. 
Walk into some agencies and they 
seem not only dying, but dead, while 
other agencies seem electrically alive. 
The difference in atmosphere has @ 
great deal to do with the difference in 
intensity of effort on the part of the 
agent. 





Henry W. Becker, national commit- 
teeman from Grand Rapids, Mich., has 
been attending most of the national meet- 
ings in recent years. This fall he cele- 
brates his 45th anniversary with the Met- 
ropolitan Life. He joined the Metropolitan 
at Lynn, Mass., in 1893 expecting to stay 
on the job about six months. He was pro- 
moted to manager in Wisconsin 37 years 
ago and for the last 34 years he has been 
Grand Rapids manager. 
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GREETINGS 


to the National Association of 
Life Underwriters 


and Congralulations on the Progress Made 
Under the Splendid Leaderthip of Our 
Griend and Fellow Texan, 


O. SAM CUMMINGS 
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Big Texas .. . 


To get an idea how BIG Texas really 
is, move the state north and east on a 
United States map and it will cover up all 


of Tennessee and Kentucky, nearly all of Southwestern Life, one of the nine American companies 
Illinois and Alabama, half of Arkansas, in the 300 to 500 million bracket of insurance in force, with 
with good-sized portions of Indiana, Geor- ten easily accessible branch offices, operates exclusively 
gia, Missouri, Virginia, West Virginia, and economically in BIG Texas—the state with as many 
North and South Carolina, Florida and varied resources, climates and incomes as many other 
Mississippi. states combined. 


Southwestern Life Insurance Co. 


C. F. O'DONNELL, President Home Office ... DALLAS 
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Arkansas Association. 


Top row—Joseph S. Smith, Aetna Life, Houston, general convention chair- 
man, surrounded by Mexican musical trio. 


Second row—C. E. Lowry, Little Rock, president National Equity Life and 
president Little Rock Association; Norman E. Lisk, Little Rock, manager Metro- 
politan Life; George Vinsonhaler, John Hancock Mutual, Little Rock, president 










Pacific Mutual General 
Agencies in Annual Parley 
Elect Cassidy as President 


H. K. Cassidy, San Francisco, was 
elected president of the Pacific Mutual 
General Agents Association at the an- 
nual meeting in Houston Monday. 
Emory Jenks, Atlanta, is the new vice- 
president, and Des Farrell, San An- 
tonio, is secretary. 

The executive committee held forth 
Sunday. Business sessions were held 
Monday morning and afternoon with 
45 general agents in attendance. All 
Pacific Mutual representatives number- 
ing about 100 attended a luncheon. In 
the evening all hands enjoyed a barbe- 
cue at Hermann Park, with 50 chickens 
being consumed. That feature was ar- 
ranged by Jul Baumann, Houston gen- 
eral agent. The ladies were entertained 
at dinner at Al Charros. 

President A. N. Kemp and Vice-pres- 
ident D. C. MacEwen gave talks. A 
panel on the subject of induction and 
another on training were conducted. 
Lem Swinney, Dallas, was program 
chairman. Thomas Wall, Louisville, out- 
going president, presided. 

Pacific Mutual has one of the largest 
delegations of any company at the con- 
vention. 

President Cassidy is back in his old 
territory in Houston. He was located 
there before being transferred to San 
Francisco and he was spokesman for 
Houston as the convention city for 
two years when there was a spirited 
contest. He and Mrs. Cassidy had been 
spending two weeks in Houston prior 
to the opening of the convention. 





Dr. Huebner, Iritis Victim, 
Is Unable to Attend 


Dr. S. S. Huebner, president American 
College of Life Underwriters, is afflicted 
with iritis, and was not able to come to 
Houston. The remarks that he had intend- 
ed to make in opening the American Col- 
lege conferment exercises Thursday morn- 
ing will be made in his behalf by Dr. David 





McCahan, dean of the college. The main 
speaker at the exercises will be Dr. Ralph 
Cooper Hutchison, president of Washing- 
ton & Jefferson college, Washington, Pa. 
Dr. McCahan and Dr. Hutchison served 
together in the navy air service during 
the war. 

Dr. McCahan had just ended a vacation 
trip to Guatemala before coming to Hous- 
ton. 





Dr. B. E. Wyatt, staff fieldman of the 
American College of Life Underwriters, 
and his wife motored to Houston, making 
several stops in the south en route. 











Price Heads Large Group 
of Jefferson Standard Men 





The Jefferson Standard Life 
has a large delegation. Headed by 
President Julian Price, more than 
75 agents are in Houston, a large 
number coming from out of the 
state. 

Also from the home office are 
Ralph C. Price, vice president 
and head of the agency depart- 
ment; E. C. Klingman, super- 
intendent of agencies, and Karl 
Ljung, assistant secretary. 

On Monday the Jefferson 
Standard managers and district 
managers met in special session. 
Wednesday evening the entire 
ores Standard von. will 

old a dinner meeting at Pier 21 
Cafe. a 
The Jefferson Standard Life is 
very active in Texas, having more 
than 175 representatives, 7 branch 
offices, and 13 district offices. At 
the present time, the company has 
more than $65,000,000 in Texas. 

The home office officials expect 
to remain in Houston for the en- 
tire convention and will separate 
on the return trip home, making 
stops at agencies in the south and 
southwest. 
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Many Association 
Projects Launched 
During Year 


Methods of Agency Com- 
pensation Studied; Quality 
Membership Stressed 








By O. SAM CUMMINGS 


President, National Association 


In these nearly 400 days that it has 
been my privilege to devote myself ex- 
clusively to the affairs of our organi- 
zation, I have traveled over 50,000 
miles, have held conferences and ad- 
dressed meetings in 39 states, three 
provinces in Canada. More than 7,000 
letters have been acknowledged at my 
office. I have had numerous confer- 
ences with company officials, with in- 
surance commissioners, legislators, the 
insurance press, university authorities, 
bankers, trust officers and accountants 
—all in the interest of our organization 
and its program. 

No greater need exists today than 
for a better understanding on the part 
of the public of the plan, purpose and 
uses for legal reserve life insurance, 
and of the work and service of agents. 

I am not sure that I clearly under- 
stand what is meant by the term “pub- 
lic relations” but I am sure that when 
the field is explored the leadership 
should come from the companies, with 
our offer to cooperate. 


Prey for Misrepresentation 

It is a compliment that legal reserve 
life insurance is so firmly established 
with the people that they take it for 
granted. But such an attitude has pro- 
vided fertile ground for detractors. 
Awakening to the realization that they 
really don’t know very much about le- 
gal reserve life insurance, secure as 
they have felt due to their confidence in 
it, many persons have been easy prey 
for the misrepresentations of the critics 
and defamers. 

Some of these critics have been sin- 
cere, in a misguided sort of way. But 
the obvious efforts of others to profit 
from their criticisms by the sale of 
books, pamphlets and recommenda- 
tions, and by securing commissions on 
new policies written to replace old ones, 
stamps many of them as charlatans and 
muckrakers. Much of their effort to 
defame falls by its own weight of 
obvious self-interest. 

The fact that in its hundred years 
legal reserve life insurance has suc- 
cessfully weathered eras of criticism 
and misrepresentation, emerging to rise 
to greater heights of public apprecia- 
tion and patronage, does not relieve 
us of our obligation to conduct a con- 
tinuous campaign to more adequately 
inform an increasing number of people 
concerning the plan and purpose and 
uses for life insurance. 


In Good Times and Bad 


Such a program is not in defense of 
the institution, nor to meet the attacks 
of detractors, for they will subside as 
economic conditions improve, and a 
more tranquil state of the public mind 
no longer makes it profitable for pro- 
fessional critics to castigate this institu- 
tion. Such a program of education it is- 
the duty of our institution to provide, 
in good times and bad, in times when 
mere are no critics and when there 

re. 

The lack of knowledge of the work 
and service of the agent is one of the 
most serious problems to be solved by 
public education. I have been concerned 

y the spread of savings bank life in- 
surance because of its vital relation to 
the work of the agent. 

. I am opposed to savings bank life 
insurance because I am unalterably op- 





posed to preenment participation in 
any line of business. 

I am opposed to it because I am 
opposed to any major line of business 
entering the field of another major 
business. The banks have no more 
right in the life insurance business 
than the life insurance companies in 
the banking business. 

Savings bank insurance denies the 
purchaser the important services of a 
life underwriter. The spread of this 
plan furnishes proof of the fact that 
the public and their legislators do not 
recognize the indispensable services 
rendered by the agent. 


American Agency System 

The agency forces represent only 
one of the several essential elements 
in the operation of life companies. 

But the remarkable strides of life 
insurance in Canada and the United 
States is due to the American agency 
system, under which life insurance is 





taken to the people rather than the 
eople have to go to the companies 


or it. 

We should determine what consti- 
tutes the work and contribution of the 
agent. ‘ 

It is his duty to analyze the situa- 
tion of the prospect to determine what 
needs he has which we can serve, and 
to prescribe the right forms of poli- 
cies, the proper amounts of insurance, 
the correct beneficiaries and the spe- 
cific modes of settlement to satisfy 
those needs. 


Duties are Enumerated 

It is his duty to persuade his pros- 
pects to buy life insurance to meet 
those demonstrated needs. 

It is his duty to remind the policy- 
owner of the purposes for which he 
bought the insurance, persuading him 
to keep it in force. 

It is his duty to sell the insured the 
added insurance necessary to satisfy 





his needs, if it was impossible for him 
to buy the full amount when the ini- 
tial analysis of needs was made, or for 
new needs that have arisen. 

He must review the client’s situation 
from time to time, recommending 
changes to meet the changing condi- 
tions in the policyowner’s affairs. 

He must pay the proceeds to the in- 
sured or his beneficiaries when it ma- 
tures or becomes a claim, settling the 
proceeds in exactly the right manner 
where discretion is still possible. 

There is no clerk in America, who 
pushes policies across counters, who 
can render services to the people of 
the competent life underwriter. 

The greatest of all opportunities for 
properly informing the public is one 
continuous opportunity. Not advertis- 
ing in newspapers or magazines, by ra- 
dio, motion pictures or direct mail, but 
“mouth to ear” advertising is the most 
effective form. If the average under- 

CONTINUED ON PAGE 32 








“The Object is Equality” 











“<The object is equality among the members, and a partict- 
pation in the advantages of the Company in the proportion 
of the amounts contributed; and it is no part of the plan 
that some shall be benefited at the expense of others.” 
















and underwriter alike. 


O WROTE the Founder of New England Mutual and of mutual life 
S insurance in America, Judge Willard Phillips, in 1844. 

Unswerving fidelity to this principle has always governed New England 
Mutual’s relations with its policyholders. Consider some policy provisions: 
full reserve cash and loan values beginning at the third year; change of plan 
by difference in reserves; both paid-up and extended term insurance partici- 
pating, and both with guaranteed cash values of the full reserve; generous, 
flexible income settlements, available on surrender as well as at maturity. 

To the unsurpassed liberality of its policies are added New England 
Mutual’s century-proved trusteeship, and its progressive agency organization 
serving 39 states, coast to coast. This distinctive combination has resulted 


in a remarkably sturdy growth of insurance in force, benefiting policyholder 


NEW ENGLAND MUTUAL 
Life Insurance Company of BOSTON 


GeorGe WILLARD Situ, President 
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reelings 


N.A.L.U. 


OUTHLAND LIFE extends sincere greetings to the 
National Association of Life Underwriters and its officers 

and guests. 
We point out to you the fact that just as the initials by which 


your association is known, 


N.A.L.U. 
are a part of the name 


soU.thL.A.N.d 


.. 80 does Southland Life endeavor to encourage its agents 
and field men to be interested, working, and integral factors 
f the N.A.L.U. and local life underwriters’ associations and 
their activities. We not only believe in the National Associa- 
tion of Life Underwriters but have proven that belief in sup- 
port of practically every activity in which the organization 
has been engaged for many years. 
We invite you to stop off in Dallas on your way home and 
visit not only our home office but Dallas, the FOURTH great- 
est insurance center in America. You will be most welcome 


if you can find the time to do so. 


oie to isis O ten 


SOUTHLAND LIFE 
INSURANCE COMPANY 


Home Office, DALLAS, TEXAS 


A. MORGAN DUKE, President 
COL. W. E. TALBOT 
Vice President and Agency Director 


P. V. MONTGOMERY 
Vice President and Actuary 


B. A. DONNALLY 


Executive Vice President 


W. C. McCORD 
Secretary 





Novel Types of 
Institutional 
“Ads” Suggested 


Premium Notice Enclosures 
and Statements Signed by 
Insurance Departments 


By BART LEIPER 
Advertising Manager Provident Life & Accident 


This job of prestige-building for the 
company is a never ending one. 

“Printer’s Ink” was writing editorially 
about advertising, but could have said as 
much for prestige building: “Whatever the 
business, whatever the industry, the first 
step toward successful advertising is the 
creation of a worthy product.” 

We in the life insurance business stack 
up 100 percent on that score. We have the 
right place from which to start. Unfortun- 
ately, merely having the right product isn’t 
enough, because prestige building starts not 
with what people ought to think, but with 
what they actually do think about the field- 
man, the company, the contracts and in ex- 
actly that order. 


Must Avoid Boring People 

A company can’t forever shout about its 
honesty, dependability, or other desirable 
attributes, without boring folks to death. 

And so we come to study other methods 
of prestige-building that have a closely re- 
lated field and prove effective when the 
background conditions are right. 

Let’s look at a very few actual examples 
of such prestige-building company activi- 
ties. They are typical of the present day 
trend. 

Metropolitan’s health advertising (10 
years old) is too widely known and ad- 
mired to need more than passing mention. 
Its new institutional series, interpreting life 
insurance to the public, is another great 
step in prestige-building for the institution 
as a whole. This type of prestige-building 
is broad gauged, generous, and therefore 
most likely to be resultful. 


Penn Mutual’s Series 

Penn Mutual’s trade journal advertising is 
another example in similar vein, building 
prestige by the indirect route. We are all 
readers, no doubt, of this timely, interest- 
ing, and sales-minded copy. Many compa- 
nies have written for permission to repro- 
duce these messages, I am informed, and 
favorable comments continue steadily, even 
though the campaign has now lasted for 
several years, 

Taking up the cudgels for the institution 
of life insurance as a whole, American 
United is putting up a scrapping front as 
it lambasts the twister and so-called coun- 
sellors in national magazine copy. Some of 
us may not agree that the muckrakers de- 
serve such attention, but this company is 
adding to its prestige by such efforts. 


Connecticut Mutual Plan 

That life companies more and more are 
coming to recognize the importance of help- 
ing the man in the field build prestige is 
illustrated by the attractive series now be- 
ing put out by Connecticut Mutual to “their 
dependables,” this “Prestige Builders” se- 
ries containing 12 pieces which are mailed 
without cost, one a month, to 50 names. 
None of these pieces tries deliberately to 
sell more life insurance, but divides the 
messages so that some are from the com- 
pany angle and others to build prestige for 
the field man. 

President R. J. Maclellan of Provident 
Life & Accident, has made a suggestion 
which, I believe has tremendous possibili- 
ties: The use by a large number of life 
companies of a series of pieces of an in- 
stitutional nature, to go out with our pre- 
mium notices. Such a campaign would 
quickly reach many millions of policy- 
owners, and even where there was a dupli- 
cation, it would only bring about emphasis. 
The series could be from a constructive 
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angle, rather than merely answers to critics, 
Properly prepared, the series could be of 
great help to home office and field alike. 


Cooperative Campaign 

Another suggestion: Life companies 
might well consider the advisability and 
feasibility of a cooperative prestige build. 
ing campaign originating over the signature 
of the various insurance departments of the 
several states, in newspapers or direct mail, 
and over the signature of the National As- 
sociation of Insurance Commissioners for 
national media. Insurance commissioners 
are public servants, so that messages di- 
rected to the public over their signatures 
should be received by the public with the 
feeling that policyowner interests are up- 
permost in their minds. 

The final test of prestige building must 
always check with this question: 

Is what we are attempting good for the 
policy owner? If it is, ultimately it should 
prove good for the company and for the 
man in the field? 





More Time and Money 
Necessary in Training 
CONTINUED FROM PAGE 9 


the adaptation of the material to the 
problems of life and, more particularly, 
to the problem of the sale of the serv- 
ice of life insurance to the public. In 
the field the supervisor should demon- 
strate to the new agent how he should 
conduct himself day by day—including 
every activity of a well organized 
agent’s daily work. 

In our haste for organization we 
sometimes relax our field supervision 
of the new man too soon. How long is 
“too soon” depends upon the individ- 
ual and the fact that he has written a 
big case or several good-sized ones, or 
has had a good month or two, does not 
mean that he does not need careful 
watching to see that his spirit is not 
scuttled by a series of disappointments 
and also that his work schedule is faith- 
fully maintained. 

work schedule calling for any 
number of activities, but at least always 
including a certain minimum number of 
sales interviews per day and per week 
and a certain number of referred pros- 
pects secured each week, should be an 
indispensable part of the program laid 
out for every new man, which it is 
management’s responsibility to see that 
he faithfully follows. Work habits, we 
all know, can make or break any sales- 
man. If we will set out in the beginning 
in conference with the new man an 
adequate work program that he must 
accomplish and then make sure that he 
does accomplish it, we will—by using 
patience and being constantly alert re- 
garding his actual field activity, develop 
him into a satisfactory underwriter in 
the course of a reasonable time. 

One of the most difficult jobs is to 
see to it that assistants, charged with 
the direct and important job of training 
and supervising new men, stay with 
these new men and give them the prac- 
tical actual selling cooperation in the 
field that is essential. 





Pre-Convention Outing of 
Millionaires at Galveston 


The pre-convention golf outing of the 
Million Dollar Round Table was held at 
Galveston, Friday, Saturday and Sunday, 
with about 35 in attendance. It was in 
charge of Jack Lauer of Cincinnati, Paul 
C. Sanborn of Boston and H. G. Mosler 
of Los Angeles, members of the round 
table executive committee, and A. C. Bay- 
less of Houston, chairman of the local 
committee in charge of Million Dollar 
Round Table activities. Several of the 
officials of the National association, in- 
cluding President O. Sam Cummings an 
Secretary C. J. Zimmerman, went to Gal- 
veston for the millionaires’ dinner Friday 
night, but had to return to Houston for 
the meeting of the trustees Saturday. 

Members of the round table party were 
the guests of S. E. Kempner of the Texas 
Prudential at a shore dinner Saturday eve- 
ning and enjoyed a fishing trip Sunday as 
guests of the American National. 
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The Diamond Life Bulletins 


SALESMANSHIP SECTION (Seven Volumes)—Subjects: The Art of Pros- 
pecting; Time and Work Control; Selling; Sales Talks; Programs and 
Audits; Settlement Options; Federal Income, Estate and Gift Taxes; State 
Inheritance, Estate and Gift Taxes; Wills; Exemptions From Creditors’ 
Claims; Business Insurance and Annuities. Practically every sales prob- 
lem encountered today may be solved by a study of this work. Monthly 
Supplements temporarily bound for Agency study. 


STATISTICAL SECTION (One Volume)—The only monthly loose leaf 
Service, giving rates, dividends and surrender values for all ages on 44 
leading companies writing about 85% of the total business. Special 
clauses and special policies quoted verbatim. Always up-to-date. 
Complete, convenient, a time saver, a necessity in analyzing policies, 
a sure way to keep well informed. This Volume is in daily use in most 
of the progressive Agencies. 


THE D.L.B. AGENT’S SERVICE 


(Three Volumes) 


An abridged edition of the Salesmanship Section of the Diamond Life Bulletins 
for Agents, Supervisors and Assistant Managers. Brief, practical—full of selling 
ideas gathered from everywhere. Loose leaf system with Monthly Supplements. 











THE UNIQUE MANUAL—DIGEST 


including 


Values and Costs, too 
(For all companies) 


on all companies 
(Facts—not opinions) 


TWO for price of ONE! 
_ @ Real Bargain and the only book of its kind 


ONLY 
Complete Reports ® 5 Policy Provisions, Rates 


THE LITTLE GEM LIFE CHART 


a pocket size, “gold mine” of helpful 
seleeted facts and figures of your business 


—in scope of information shown 


First 


in its field 


First 


in its field 


—in number -of companies covered 


—in features of special interest 


Largest Circulation of any small reference bookl 





THE ESTATE-0-GRAPH 


the monthly rotogravure that sells 
life insurance by means of pictures! 


—Paves the way for you—breaks down sales resistance 
—Sells the “need” before you make your call 

—Reinforces your verbal presentation with pictures 

—Shows new uses for life insurance by striking illustrations 
—It always gets in—sometimes when you cannot 

—It is persistent, brief, but convincing 


Ask Any National Underwriter Man! 


LIFE INSURANCE TEXT BOOKS 


All books helpful to insurance men are 
obtainable from The National Underwriter 


Reeent “Best Sellers”’ 


Life Insurance Speaks for Sensible Selling 
Itself Lint Coffin & Engelsman 


Sensible Programming | Selection of Risks 
Timmerman Business Insurance—Sole 
Brownold Proprietorship 


The “C. L. U.” Books—The Famous “Duryea” books, and many others! 
Stop at the Booths—your chance to “look them over” 





The “NATIONAL UNDERWRITER” Weekly 


All the news of your business, national 
and local—while it's real news! 








Also Many Other Popular Publications Including 
The Insurance Salesman The Industrial Salesman 
The Life Agent's Companion 





ama THE NATIONAL UNDERWRITER COMPANY _D veti 


Dallas World's largest publishing house devoted exclusively to the insurance business! Boston 


Des Moines New York 


Cincinnati Toronto 


Chicago San Francisco Philadelphia 
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Association Activities 
National Council Topic 


The 
ECONOMY of HISTORY 


* 


History would be a pretty slow moving affair if a day or a 
month or a year had room to.accommodate only one event. Instead, 
time has an elastic capacity, and an infinity of events can run side 
by side, one often affecting the other. That is the economy of 


history. 


Two such paralleling events were the establishment of two 
great financial institutions, each conceived for the common good: 
Texas was offered statehood in 1845, when State Mutual’s incor- 
poration papers were just one year old. Each has grown through the 
other’s collaboration. 


State Mutual entered the State of Texas to establish three gen- 
eral agencies in the first four months of 1936, but at that time it 
had been investing its assets in the State nearly a quarter of a 


century. 


Today every dollar of insurance carried by Texans is covered 
by one dollar and sixty cents of State Mutual assets invested in 
Texas enterprise. More than enough to pay a claim on every con- 
tract in force and all of it working for the further good of Texas. 
These investments obviously were not made through any sense of 
reciprocity; they are part of a sound investment policy working 
independently, with the invariable aims of safety and reasonable 
investment rent. Texas itself, probably more than any other State, 
because of its size offers the so necessary geographical and indus- 
trial diversification. 

Underwriters can get some idea of Texas’ tremendous size and 
consequent opportunities if they will visualize the 64,000,000 poli- 
cyholders, who own all the insurance in the United States, trans- 
planted in the copious Lone Star State. Each policyholder’s share 
would be nearly three acres, and the potential wealth of his holdings 
probably would allow him to increase his insurance above the aver- 
age of $1,700 now owned in this country. 


State Mutual could service ‘him through three of its original 
Texas..agencies,.in Dallas, Houston and San Antonio; or it could 
handle his affairs through the newer district office developed in 
Fort Worth. The State Mutual men in these offices, all of whom 
have worked to make the 49th National Convention a success, be- 
lieve in the opportunity in their State and know the part played 
in that opportunity by American Life Insurance. 


* 


STATE. MUTUAL-LIFE 
ASSURANCE COMPANY 


of 
WORCESTER, MASSACHUSETTS 


Incorporated 1844 





Over 94 Years a Synonym for Security 





H,. THAD CHILDRE, General Agent 
507-8-9 Dallas National Bank Bldg. 
Dailas, Texas 


CHARLES D. BUBAR, General Agent 
1124-25 Milam Building 
San Antonio, Texas 


WILLIAM C, BULL, District —_ 


MORRIS BROWNLEE, General Agent 
5th Floor 2nd National Bank Bldg. 


, Fort Worth, Texas 


$0)-Fair; Building i) 6) wlovia. 





The Monday meeting of the national 
council took a new form this year, 
based on the plan adopted at the mid- 
year meeting in Richmond, with em- 
phasis laid on local association prob- 
lems through five talks on various 
features of association management by 
leaders of five associations which have 
done outstanding work along that line, 
and a further presentation of these and 
other problems through the medium of 
a staged demonstration of a conference 
of a state president with the officers 
and directors of a local association, at 
which these issues were all threshed 
out. 

The general discussion of local asso- 
ciation problems was in charge of Fos- 
ter Vineyard, Aetna Life, Little Rock, 
chairman of the conference committee 
on local association problems, now re- 
named the committee on local associa- 
tion administration. He emphasized that 
the extension of service to local associa- 
tions is one of its main objectives and 
spoke also of the plan for holding one- 
day conferences in each state for train- 
ing newly-elected local association of- 
ficers. Thirteen states either have held 
or have announced that they will hold 
such conferences. He suggested that 
past officers, national committeemen 
and national officers or trustees residing 
in the state should be invited. 





MEMBERSHIP 





The discussion of membership meth- 
ods was very appropriately led by A. 
E. McKeough, Penn Mutual, immedi- 
ate past president of the Chicago asso- 
ciation, under whose administration that 
association took first place in member- 
ship among all associations and won 
the Charles Jerome Edwards cup for 
membership achievement. The member- 
ship committee in Chicago was organ- 
ized with a chairman and five group 


heads, each with five men under him, 


To each of these 31 men five agencies 
were assigned. They then secured the 
name of every eligible man in these 
agencies whom the agency head would 
recommend. There were 858 names on 
the list and to each of them a guest: card 
was issued, good for two months, en- 
titling the recipient: to attend all meet- 
ings and use all the association’s facili- 
ties for that Period. The meeting in- 
cluded the big “Chicago day” program 
and one luncheon meeting. 

Application cards were made out for 
all these men and at the end of the 
period they were contacted through the 
association’s advisory council, com- 
posed of one field man from each 
agency with five or more members. The 
basic idea of the whole program was to 
do away with the usual “membership 
drive.” It was conducted on the theory 
that every man should be proud to be a 
member. 


At the end of the 1937 fiscal year the 


Chicago association had 1,257 members. 
Later 122 lapses reduced the figure to 
1,135. June 29, 1938, it had grown to 
1,658, an increase of 523 under the new 
membership program. A complete ex- 
hibit covering the mechanics of the 
Chicago plan had been assembled on a 
blackboard in the rear of the room, in 
charge of Miss Joy Luidens, executive 
secretary of the Chicago association. 

One query from the floor was as to 
whether the Chicago membership in- 
cludes industrial agents. Mr. McKeough 
said that it does. 


EDUCATIONAL 








Mr. Vineyard. stated that the St. 
Louis association is outstanding in the 


field of educational. work because;of, its: 


development of the “St. Louis plan,” 
and-introduced Adam -Rosenthal, Con- 
necticut Mutual, immediate past presi- 


dent of that association, to. tell:what:it 





has done. The 12-weeks sales training 
school was sponsored jointly by the life 
underwriters association and the gen- 
eral agents and managers association, 
The price was made $7.50 for members 
and $9.50 for non-members, with the 
provision that they were to be given 
$2 credit on their dues if they joined the 
association. Everyone had to own his 
own textbooks. A book of tickets was 
issued, with the program for the session 
on each ticket. Thirty-five association 
leaders, including many of the general 
agents and managers, agreed to appear 
and discuss the various topics to be 
taken up. 

It was expected that about 200 would 
take the course, but 382 signed up. Ses- 
sions were held every Thursday evening 
from 7:30 to 9:30. Each session started 
with a review of the subject matter of 
the previous meeting when two speak- 
ers discussed the topic of the evening. 
Questionnaires were given out at each 
session, which had to be filled out and 
turned in to the supervisor of the 
agency not later than the next Wednes- 
day morning. Those making a grade of 
85 percent were given certificates of at- 
tainment. 

Among the by-products were an in- 
crease of about 50 in association mem- 
bership, the arousing of new interest in 
association work, the discovery of new 
talent among those who spoke during 
the course and the development of a 
fine. spirit of good-fellowship and 
friendship among those taking ° the 
course. Incidentally, although the plan 
was originally launched on a supposed- 
ly non-profit basis, the large enrollment 
resulted in making a larger profit than 
for any school ever conducted by the 
association. 

It was stated by Chairman Vineyard 
that the idea had been tried success- 
fully in several other places and the 
comment was made from the floor that 
it works just as well in the smaller 
cities as in a large one. 


ATTENDANCE 


The attendance plan used with suc- 
cess’in Los Angeles was explained by 
John W. Yates, Massachusetts Mutual, 
National association trustee. The at- 
tendance committee there has 91 mem- 
bers in as many agencies, with nine 
divisional chairman, each in charge of 
nine or ten agencies. After the notices 
of ‘a meeting have been mailed out, the 
general chairman contacts the divisional 
chairmen and they in turn ’phone the 
committee members in each agency, 
who are to urge the members in that 
agency to attend the meeting, and re- 
port back to the divisional chairmen. 








It is emphasized to every member of 


the committee that there is no job in 
the association so important as the one 
assigned to them. 

This effort, Mr. Yates pointed out, 
must of course be supplemented by 
good programs at the meetings in or- 
der to keep up the attendance. “Unless 
there is something brought.out at each 
meeting that will cause the men present 
to make more money, we feel that we 
have missed the boat,” he said. “We 
want to make them want to do some- 
thing big—to feel that.they are tying 
on to something worthwhile, and stay 
tied. We want them to get.a ‘belonging’ 
feeling, just as a young man says with 


-pride that he belongs to a certain col- 
lege fraternity.” 





PUBLICITY 





E. A. Krueger, State Life, Indian- 
apolis, who has had unusual success in 
securing newspaper publicity for his as- 
sociation, told how he does ‘it. He 
emphasized that the:association must 
have activities that help to make news_ 

CONTINUED ON PAGE..18 
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WELCOME | 


THE 


0.SAM CUMMINGS AGENCY 


State Managers for Texas 


KANSAS CITY LIFE INS. CO. 
Cummings Agency Bldg. 


The life insurance capi- 
tal of the southwest and 
the men who play a 
great part in making it 
so send greetings to the 





49th annual gathering of 
the National Association 
of Life Underwriters as- 







sembled in Houston. 






May the sessions be 





productive of greater 






achievements for the 






business generally. 





E. Ff. WHITE 


General Agent 


CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


1006-07 Republic Bank Bldg. 








A. W. HOGUE 


Texas State Manager 


BUSINESS MEN’S ASSURANCE 


COMPANY 


308-10 Tower Petroleum Bldg. 





J. P. ROBINSON 


Supt. of Agencies, Southern Dept. 


WEST COAST 


LIFE INSURANCE COMPANY 
1027-28 Liberty Bank Bldg. 










DENNIS G. COLWELL 


Manager 


MIDLAND LIFE INSURANCE 


COMPANY 


923 Republic Bank Bldg. 
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J. HERBERT SNYDER 


General Agent 


THE MINNESOTA MUTUAL 
LIFE INSURANCE CO. 


1138 Liberty Bank Bldg. 


W. A. DIFFEY 


State Manager 


OF COLORADO 


510 Tower Petroleum Bldg. 


CAPITOL LIFE INSURANCE Co. 


* 















H. THAD CHILDRE 


General Agent 


STATE MUTUAL 
LIFE INSURANCE COMPANY 


OF WORCESTER, MASS. 


507-8-9 Dallas National Bank Bldg. 


W. G. HARRIS & CO. 


General Agents 


AETNA LIFE INSURANCE CO. 
1301 Republic Bank Bldg. 











* DALLAS SE 


RICKS STRONG 


General Agent 


GENERAL AMERICAN 
LIFE INSURANCE COMPANY 


409 N. Akard Street 


* 
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and that the program committee must 
cooperate. If the publicity committee 
does not get word until almost the last 
minute of the plans for a meeting, it 
can’t do much. He said the publicity 
chairman should attend all meetings, 
and of course, as any good newspaper 
man would, respect anything that is 
given to him in confidence. If he is the 
right man for the job, he can help build 
publicity-minded programs. Mr. Krueg- 
er favors bringing in a certain number 
of men from outside the insurance field, 
thus tying life insurance in with these 
other activities, as for example an edu- 
cator for the C.L.U. session. If there is 
an outside speaker, he would invite 
other men from that field as special 
guests. Usually such a speaker will be 
quite willing to tie in some reference 
to life insurance, if it is suggested to 
him, and that makes much better pub- 
licity material than when a life insur- 
ance man says the same thing. 


Outlines Procedure Followed 


He outlined the procedure which he 
follows in connection with an average 
meeting, including an early story with 
a picture of the speaker and something 
about him, and sending out advance re- 
leases to the papers-on the talk itself, 
written from a transcript or outline 
which is secured from the speaker in 
advance. When a speaker sends in a big, 
costly photograph, he said it is better 
for the association to pay for having 
prints made.from it to send to the pa- 
pers than to entrust the photograph 
itself to them, or better still to have 
mats made, which are inexpensive and 
are more sure-fire. The Indianapolis as- 
sociation has built up quite an extensive 
“morgue” or library of biographies and 
other data on possible speakers, with 
photographs or mats. 

He:also sends to each speaker a com- 
plete file of tear-sheets of pages of the 
— containing the articles about his 
talk. ; 
| ‘He urged that the man in charge of 
‘| publicity in every association go to his 
‘| local newspaper office and get acquaint- 
ed, and emphasized that sporadic pub- 
licity efforts will do little good. They 
‘|must be continued month after month 
and year after year to make the desired 
impression on-the public consciousness. 





PLANNING YEAR’S WORK 


Alfred Brunk of the Aetna Life, 
Bloomington, IIl.,. president of the as- 
sociation there, told of the notable work 
that had been done in building it up, in 
the face of many obstacles—the major 
feature being the idea of centering 
effort on one major objective each year. 
The association takes in Bloomington 
and Normal, really one community with 
about 40,000 population, a college town, 
with the farming territory around it its 
chief dependence, and very little in the 
way of industries. Furthermore, the 
territory is covered for practically all 
companies through Peoria’ general 
agencies. 

The advance of the association really 
started from the effort made to organ- 
ize to put over the essay contest in all 
the 24 high schools in the county. That 
required more attention to organiza- 
tion and to publicity, with something 
to publicize. In that connection the as- 
sociation prepared its first printed ros- 
ter, with every member’s name listed 
twice, first alphabetically and again 
under company affiliation. A copy was 
to be included with every one of several 
hundred pamphlets sent out on the 
essay contest. 





Secured State Convention 

Before it was printed, every life agent 
in the community was notified, and as a 
result the membership jumped from 28 
to 45. It had never been over 35 before. 
Then the officers of the association felt 
they had to have something to give 
these new members, It secured the con- 
vention of the Illinois state association, 
and made that its enterprise for that 
year. The roster was again printed in a 
quarter-page advertisement in the local 
paper, with ‘a full-page advertisement 





opposite, giving the situation of a 
typical Bloomington family. Again the 
membership jumped—from 45 to 75, 

When the new administration headed 
by Mr. Brunk took charge, there was 
some digging into the archives, and it 
was discovered that this is the 20th 
anniversary of the association, which js 
being featured throughout the year. He 
also desired to have more accurate in- 
formation about association members 
and sent out a questionnaire calculated 
to bring out the desired data, which 
also contained a question as to whether 
the members preferred luncheon or 
dinner meetings and a request for sug- 
gestions as to the conduct of associa- 
tion affairs, which was calculated to 
bring in more replies. 


Public Relations Move 


The big enterprise for this year, how- 
ever, is the newly created committee 
for civic cooperation, which is intended 
to bring about a better understanding 
and closer cooperation with business, 
professional, charitable and women’s 
organizations, service clubs, schools, 
colleges and other groups interested in 
the upbuilding of the community. Peo- 
ple respect life insurance, Mr. Brunk 
said, but they don’t always respect the 
life agent. This movement is intended 
to bring about better public relations 
and promote a program of adult educa- 
tion which is comparable to the effect 
on the younger generation through the 
essay contest. Favorable results along 
several lines were cited. 

This program brought out commen- 





datory remarks from. several later 
speakers. 
JOINT MEETINGS 





Good results from the newly launched 
project for inter-association meetings were 
reported by N. Baxter Maddox, Connec- 
ticul Mutual, Atlanta, chairman of the spe- 
cial committee in charge of this work. 

The “caravan” plan, used with success 
in California and Nebraska, was especially 
commended, In California the ‘state has 
been divided into northern and southern 
sections, with San Francisco providing the 
caravan for the northern section and Los 
Angeles for the southern. The Nebraska 
state association conducted outstanding car- 
avan meetings in Fremont, Grand Island 
and North Platte on successive days, 

Several of the sessions which President 
Cummings addressed during his 50,000- 
mile tour of local associations were inter- 
association affairs, The one at Salt Lake 
City, sponsored by the Salt Lake, Logan 
and Cache Valley associations, led to the 
formation of a state association. At Elgin, 
Ill, members of five associations—Elgin, 
Aurora, Joliet, Rockford and Waukegan— 
joined to hear the chief executive. Abilene 
and San Angelo, Texas, climaxed a mem- 
bership contest with a joint dinner meeting 
at the expense of the losers. 

Other joint meetings listed were those of 
Manitowoc and Sheboygan, Wis.; the pres- 
entation of the Chicago play, “You Can’t 
Have Everything,” before the Peoria as- 
sociation and the “southwestern Indiana 
conference” sponsored by Terre Haute. 


Sills Recalls Birth of 
Association Idea in Texas 


Neil D. Sills, Sun Life, Richmond, Va., 
recalls that 25 years ago when he was 
president of the National association, he 
received a call from leaders in Dallas to go 
to that city and discuss the association 
idea. At that time there were no associ- 
ations in Texas. He met with about 50 
men in Dallas and that was the genesis of 
the association movement in Texas. Among 
those at that conference were the late 
Orville Thorp of Kansas City Life and 
the late Ben Thorp of Federal Life. Mr- 
Thorp later became president of the Na- 
tional association. Sam Cummings succeed- 
ed Mr. Thorp as Texas manager of Kansas 
City Life. 

Mr. Sills is presiding at the fellowship 
luncheon Friday. He is being joined in 








Houston by Mrs. Sills and they are making 
the Mexican trip, 5 
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WELCOME 
| National Asseciation Life Underwriters 


VISIT SAN ANTONIO — the gateway to Mexico. See the Alamo and other 
missions; Randolph Field, the West Point of the Air; and Fort Sam Houston, 
the largest military post in the United States. 
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of General Agent 
PACIFIC MUTUAL LIFE INSURANCE CO. 
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1515 Milam Building 209 Frost National Bank Building 
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General Agent, Life, Group and Accident Department Manager 
AETNA LIFE INSURANCE COMPANY UNION CENTRAL LIFE INSURANCE CO. 
1002-1010 Alamo National Bank Building 1420 Alamo National Bank Building 
f General Agent State General Agent 
GENERAL AMERICAN LIFE INSURANCE CoO. LINCOLN NATIONAL LIFE INSURANCE CO. 
326 Bedell Building | 1221 Majestic Building 
LUCIAN T. JONES C. BEN ERWIN 
Agency Manager, Southwest Texas — Agency Manager 
AMICABLE LIFE INSURANCE COMPANY SOUTHLAND LIFE INSURANCE CoO. 
201-12 South Texas National Bank Building 1424 Majestic Building 
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Agent’s Prestige 
Is Affected by 


His Associates 


Individual Producer Bor- 
rows from Reputation of 
Agency 


By PREWITT B. TURNER 


Home Life General Agent, Kansas City 


Agency prestige differs from personal 
prestige only in the extent to which 
group action rather than individual ac- 
tion is exemplified. 

Agency prestige is that factor which 
develops an acceptable and desirable 
agency reputation resulting in profit. 
Prestige and profit are synonymous 
only in that the agency with prestige 
is a profitable one for the agency as- 
sociates. 

Agency prestige requires more than 
the individual prestige of a general 
agent or manager. 


Recruiting and Training 

Life insurance solicitation as a pro- 
fession has gained in public opinion 
but still falls far short of what it should 
be, due primarily to a failure to con- 
sider the importance of building agency 
prestige when recruiting and training 
new agents. 

The general agent or manager and 
the associates in the agency must be 
conscious at all times of the factors that 
make for increased prestige as well as 
those which break down prestige and 
reputation. 

Each agent should be sufficiently 
trained to give an intelligent and inter- 
esting organized sales talk, designed to 
eliminate non-essentials and to clarify 
situations and problems, the solution 
for which can be found in life insurance. 
Any agency whose agents are so or- 
ganized builds prestige every day the 
agents are in the field. 

An agency is favorably known 
through its successful producers and 
unfavorably known through the asso- 
ciates ill equipped and poorly trained. 

Problem No. in building agency 
prestige is the problem of intelligent 
recruiting. It is a problem of tremen- 
dous importance to every agency as- 
sociate. 


Keeping Good Company 

Every underwriter who is endeavor- 
ing to build more personal prestige 
should be aware of the axiom: “A man 
is known by the company he keeps.” 

The misfits in an agency develop 
hurdles and stumbling-blocks for the 
outstanding producers. 

To build lasting agency prestige, the 
entire agency must embrace the idea 
that there is justification in any agency 
for a vacant desk or desks, but no justi- 
fication for a desk occupied by a man 
who is improperly trained and who is 
temperamentally and _ psychologically 
unfit for active solicitation. 

An agency is best known for the 
men it has developed into successful 
underwriters who are a credit to the 
business and the community and its 
lasting prestige is in direct proportion 
to its accomplishments along this line. 
Volume does not build prestige, but 
quality personifies it and that applies 
to agents as well as to written and paid- 
for business. 

We believe that testimonial letters 
from clients commending the services 
of our agency and agents are helpful 
in creating confidence and in breaking 
down “listening resistance” when prop- 
erly presented on the first interview to 
a new prospect. 

We believe that more prestige and 
more confidence can be acquired if the 
soliciting agent not only presents testi- 








Gives Financial Report 
of National Association 










ROBERT L,. JONES, New York 
National Treasurer 


In spite of the widening of association 
activities the past year, Robert L. Jones, 
State Mutual, New York, National asso- 
ciation treasurer, reported that the year 
had closed with an operating margin of 
$2,265, a margin of less than 2 percent on 
a gross income of $135,000. There was a 
decrease in revenue from the sale of books, 
due in part to the sale of the book depart- 
ment to THE NATIONAL UNDERWRITER. 
Salary expense at national headquarters 
increased nearly $4,000, due principally to 
the increases voted at the Denver meeting 
to M. L. Hoffman and Wilfrid E. Jones 
and the employment of additional clerical 
assistance. The budget figure for salaries 
for the coming year proposed by the fi- 
nance committee is $59,228, against $58,825 
expended last year. An allowance of $2,500 
was made to President Cummings the past 
year, as compared with $623 to Messrs. 
Riehle, Patterson and Schriver the years 
before. 





agency commending their service and 
ability. 

In our agency we require the ver- 
batim learning of an acceptable, intelli- 
gent interview augmented with visual 
selling helps. 

There is not one individual in my 
agency who does not have a letter or 
letters recommending him to prospec- 
tive buyers. 


Commanding Statement 


An agent should be able to say to his 
prospect: “I represent an outstanding 
company and I offer an outstanding 
service to the owners of life insurance 
—a service in which we are well quali- 
fied, as evidenced by these letters not 
only to me, but also to every associate 
in my agency.’ 

That is a commanding prestige build- 
ing statement that eliminates internal 
agency strife and builds individual as 
well as agency prestige. 

I would like to offer an outline for 
an agency creed to be hung on the wall 
of agency offices: 

“This agency is maintained as a meet- 
ing place and clearing house for its 
members who are leagued here to- 
gether in the honorable labors and as- 
pirations of the business of life insur- 
ance solicitation. We feel that through 
our association in this agency we can 
be of mutual assistance in attaining our 
ideas and objectives and individually 
and collectively we agree that we will 
never see calmly nor without earnest 
and decided efforts to prevent it, the 
ill treatment, slander, or defamation of 
any associate who worthily a re 





monial letters as to his own fitness, but 














also letters written to every man in our 


this agency and the business of life 
insurance.’ 
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THE NATIONAL ASSOCIATION OF LIFE UNDERWRITERS 
\ AL UTES The Managers and General Agents of Los assembled in Houston. We congratulate 





Angeles shown on this page take this means __ this great life insurance organization on 
of extending felicitations to the N.A.L.U. _ its progress. 
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and Associates Manager 
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Associate General Agent 
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“10P \" AT HOME 


Faith in The Lamar Life has 






again been expressed by Missis- 






sippians, who have _ intimately 






known the management of the 






Company for 32 years. 



































The fact that for the seventh suc- 
cessive year The Lamar Life led 
all companies in its home State 
in volume of similar protection 


speaks for itself. 
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We have some open territory for District Managers 
and Special Agents in: 


ALABAMA 
ARKANSAS 


LOUISIANA 
TENNESSEE 
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JACKSON, MISS. 





SERVING HUMAN NEEDS SINCE 1906 


























Warmer Public 
Reception of 


Agent Is Needed 


Life Companies, Through 
Advertising, Should High- 
light Producer 





By JOHN R. WARWICK 


Cecil, Warwick & Legler, Advertising, New York 


If prestige is authority or importance 
based on past achievements or repu- 
tation, then the measures of prestige 
must be conduct and character. Today 
we are judged by what has happened 
to us in the past. Later we shall be 
judged by what the other fellow thinks 
of our conduct tomorrow. 

A reputation is what the other fellow 
thinks of you, not so much what you 
may think of yourself. 

You have prestige for what you have 
done in the past. You are a gigantic 
institution to whom millions have, 
turned for security. To the best of 
your ability, you are trying to deliver 
that promise of security. But it is not 
enough, for when smugness and com- 
placency sets in decadence is sure to 
follow. 

Your profession is not a_ philan- 
thropy, it is a business, and builds 
prestige by its conduct. Smugness and 
self-satisfaction should be the very an- 
tithesis of an industry devoted to the 
betterment of human living. If there 
is a place for warm public relations 
in the business of making automobiles, 
refining petroleum, making paint, then 
there is an even greater place for the 
human touch and a close public rela- 
tionship in an industry whose very 
essence of business is people. 


Inviolate Heritage 

It would be comforting to feel that 
the institution of life insurance is one 
of the inviolate heritages of America. 
You would be unhappy to be reminded 
that in a recent survey 34 percent of 
all the classes of those who live in 
Worcester, Mass., look unfavorably 
upon the life insurance agent. And in 
Rochester, N. Y., 23 percent of all 
classes felt the same way. While you 
have nothing to hide from a govern- 
mental investigation of monopoly in 
life insurance, you would be less ill 
at ease if such an investigation were 
not taking place. You would like noth- 
ing better than to just go about your 
business of day to day contacts with 
policyholders and prospects saying to 
the world outside: “Just leave me 
alone.” Is that a picture of courageous 
vision and willingness to deal with in- 
evitable changes? 
Smugness and complacency can stifle 
our very existences if we are not will- 
ing ‘to do those things that we may 
have no inclination to do. No matter 
how big you are, you cannot go it 
alone in America. Sooner or later 
society catches up with you. 
It becomes your task to formulate a 
program of what is needed to bring 
about the building of new prestige in 
life insurance. 


Simplified Vision 

You have leadership. You have men 
possessed of courage and simplified 
vision. The kind of vision I mean is 
the ability to understand the trends of 
human welfare and the ever-present 
changing factor in its conduct and the 
ability to deal adequately with these 
changes, to be able to determine which 
of these changes is for the good of 
posterity and is to be encouraged, and 
which are merely expedient to the end 
that some few will thereby find tem- 




















Nominator 





0. D. DOUGLAS, San Antonio 


O. D. Douglas, Lincoln National 
Life, San Antonio, chairman of the 
nominating committee, was a busy man, 
lining up the slate of nominations which 
his committee presented at the meeting 
of the national council Wednesday after- 
noon. 








istic thinking that faces tomorrow un- 
afraid by dealing courageously with 
the facts of today. 

The prestige of an institution is no 
greater than the public opinion of its 
individual representation. Do you be- 
lieve your policyholders bought their 
insurance because of the company you 
represented or because of the great 
public faith in the institution of life 
insurance, or even because of the na- 
ture of the contracts you closed with 
them? No. The purchase and selling 
of life insurance is a matter of human 
chemistry. People are moved to do 
things only by their emotions. There 
is a premium on actions, wallops, 
thrills, humor and tragedy. The chem- 
ical equation of selling life insurance 
is one built around a personal confi- 
dence between you and your prospect 
or policyholder. 


Selling the Agent 

If the institution has any real prod- 
uct to sell, it is the agent. People are 
more interested in people than they 
are in things. Let the institution tell 
the public about you, the “men who 
are making America.” There is an 
emotional story in each and every one 
of your lives. That is the finest adver- 
tising material known to my business. 

You are the ambassadors of that 
institution which is carrying to Amer- 
ica its most important message of 
building for the future. 

The institution deals with more sepa- 
rate individuals than any other busi- 
ness. Then let life companies get closer 
to these millions of human _ beings. 
You cannot reconcile marble halls with 
the warm everyday joy of living that 
is sought by your millions of policy- 
holders. There is a human side to 
every life insurance home office and 
this is the side that needs to be better 
exposed to public opinion. 





Connecticut Mutual Dinner 


Connecticut Mutual is having a din- 
ner for its representatives at the Hous- 
ton Club Wednesday evening. In addi- 
tion to Vincent Coffin, second vice- 
president who is on the program, the 
head office is represented by P. M. 
Fraser, executive vice-president, and 
Fred O. Lyter, assistant superintendent 
of agents. Dale Shepherd is the Hous- 
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Makes Good Gains 
Because Friends 
Run Interference 





Easy to Get to See Right 
People by Proper Methods 
of Asking for Leads 





By H. BEN RUHL 


Massachusetts Mutual Life, Detroit 


My old football coach, Fielding H. 
Yost of Michigan, used to say that the 
line gained the ground and the back- 
field men carried the ball. This is not 
literally true, but a fair halfback can 
look like an All-American with an out- 
standing line ahead of him, and a Red 
Grange can look like a palooka without 
someone running interference for him. 

This generalization can be carried 
over in our business. Most insurance 
salesmen are well trained in the actu- 
arial side of our business and have 
enough personality and intelligence to 
sell a large volume of business. For the 
most part they are ambitious and work 
reasonably hard, but they fall down in 
volume production. Many insurance 
men could produce a million of busi- 
ness a year if they could talk insur- 
ance to the right people. To get the 
full significance of how important our 
friends are to us in getting us in to 
see the right people, consider how hard 
it would be for any of us to start sell- 
ing insurance in Houston this week. 
We would have to begin by doing cold 
canvass work and our first year’s pro- 
duction would be but a fraction of the 
business we have done during the past 
year. Eventually, when we had built 
up a list of new friends and they were 
working for us, we would do the same 
volume of business that we are now 
doing. 


Get Right People to Talk To 


There is no question that getting the 
right people to talk to is the most im- 
portant part of our work. It is just 
as easy to close a large volume of 
business on an individual with money 
as it is to close a small case on a wage 
earner. 

By using the proper methods of ask- 
ing for leads it is comparatively easy 
to get to see the people on whom you 
wish to call. I find that my friends are 
anxious to help me to see the people 
whom I want to contact, and I can 
often arrange a golf date or a luncheon. 
If you are a golfer it helps a lot if 
you play a good game and it is worth- 
while to do some work on your game 
so that your friends are pleased to play 
with you. 


Must Ask Proper Questions 


Our acquaintances will not often vol- 
unteer information about people but 
they will tell us what we want to know 
if we ask the proper questions. 

I do not specialize in any one type 
of business so I’ll illustrate how it is 
Possible to get leads on various types 
of prospects. On completing a case on 
retirement insurance, I usually say: “Of 
course you are not an insurance sales- 
men, but consider if you will that you 
are going to begin selline life insur- 
ance so that people can retire in their 
old age with assured incomes. If you 
were going to do this, you would think 
of a number of people who earn enough 
money so that there is a difference 
between their income and the amount 
they spend. Or perhaps you know of 
someone who has an income large 
enough so that there should be some 
Part of it to go into investments. If 
you know of someone who answers 


if I could call on him and tell him 
about the same type of contract that 
you have purchased. Naturally if his 
plan of investment is better than the 
one I can propose, I won’t be with him 
more than a few minutes.” I seldom fail 
to get a name or two on this inquiry. 


The same question can be asked to 
a client on family protection insurance 
by saying, “You probably know of 
someone whose family would suffer a 
severe setback in the event of his 
death. Maybe it is some _ personal 
friend of yours who has not had life 
insurance properly presented to him.” 
Or, “Whom do you know who has 
been promoted recently?” or “Who has 
just built a home?” or “Who has just 
become a father?” 


Tax Prospects Most Difficult 

I find that the most difficult names 
to get are those of people who may 
be prospects for tax insurance. Of 
course, for the most part, these are 
older men and are, because of their 
wealth, comparatively hard to get to. 
I usually have three or four tax cases 
a year and naturally they are larger 
than my average case, but I find that 
they take longer to close. My prospects 
for these cases are secured in the same 
fashion, but to get in to see these men 
it is usually necessary to get a letter 
of introduction to get past the secre- 
tary, or you have to meet them at 
lunch or on the golf course. 


Afraid of Irritating Friends 

It is natural that a number of people 
will not readily volunteer to give you 
the names of their closest friends. It 
is not always possible to tell the reason 
for their reluctance but I have found 
out that the main reason is that they 
are afraid that you are going to irri- 
tate their friends. When I suspect this, 
I can say, “I appreciate the fact that 
some people have a feeling of antipathy 
against life insurance because of some 
of the methods used in selling it. I 
know as well as you that some sales- 
men are habitual callers. For this rea- 
son I’ll promise that if I can’t present 
an idea in ten minutes that will ‘hit 
him between the eyes,’ I'll be on my 
way, and furthermore I will never call 
on him but once unless we make an 
appointment in the future. You know 
from our business dealings that I am 
not a door-step-sitter and that I am the 
the easiest fellow in the world to elim- 
inate and I am not going to change my 
selling methods with your friend.” 

It is also possible, if necessary, to 
inform the center of influence about 
the volume of business that you do 
and that you specialize in the type of 
insurance that you have just sold him. 
I find that my telling people that prac- 
tically all of my business is done with 
my old clients and friends of my clients 
makes a good impression. It creates 
the feeling that you run your business 
along professional lines and this sets 
you apart from the “run of the mine” 
insurance salesmen. 

I have found that some life insurance 
men do not take advantage of the good 
will created in organizations where they 
have sold one or two of the executives. 
It is always comparatively easy to get 
the president of a company to suggest 
that you see one or two of the men 
who are, in his estimation, doing a 
good job. In fact, the easiest way to 
get these names is to say, “Who in 
your organization is going along in a 
satisfactory manner? I’d like very much 
to call on your sales manager or pro- 
duction manager. Of course, I won’t 
mention the fact that you said that he 
is doing an excellent job but I would 
like to say that I am your insurance 
man and would like to discuss his in- 
surance problems with him.” A_ sub- 
ordinate always feels complimented 
when the boss’ “insurance man” calls 
on him. You may say to a client, “What 
is the name of the chap in the next 
office? How is he doing? Some time I 
would like to call on him and tell him 
that I handle your life insurance ac- 
count.” In many cases he will take 





this description, I’d appreciate it a lot 





you in then and introduce you. 





DENVER sesds GREETINGS 











N. A. L. U. 


We managers and general agents 
of Denver extend greetings to those 
in attendance at Houston, Texas, for 
the 49th annual gathering of the 
National Association of Life Under- 
writers. As hosts to the association's 
48th gathering it is our wish that this 
year’s convention will be equal if 
not greater. 

Below: Denver's 


Left: Colorado Renowned Civic 
State Capitol Center. 
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General Agent 
Colorado and Wyoming 
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Glen A. McTaggart, 
C.L.U. 


Manager 


Colorado, Wyoming and New Mexice 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


Home Office—Newark, N. J. 


Security Building 





H. ALLEN NYE 


Agency Manager 
Colorado and Wyoming 
THE EQUITABLE LIFE 
ASSURANCE SOCIETY 


OF THE UNITED STATES 


6th Floor Security Bldg. 


J. Stanley Edwards 


General Agent 


The Rocky Mountain Agency 
AETNA LIFE INSURANCE COMPANY 
Patterson Building 





THE UNION CENTRAL 
LIFE INSURANCE 
COMPANY 


Rocky Mountain Department 


JOHN O. ANDREWS 
Manager 


310 U. S. National Bank Bldg. 


Bailie T. Cantrell, 
C.L.U. 


Director of ‘Home Office Agency 


THE CAPITOL LIFE INSURANCE 
COMPANY 


Denver, Colorado 











Arthur K. Underwood, 
C.L.U. 


General Agent 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


632 U. S. National Bank Bldg. 
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Get in Tune with Times to Increase Sales, 
Declare Coffin and Engelsman 


Talking in relays Vincent B. Coffin, 
second vice-president and superinten- 
dent of agencies Connecticut Mutual 
Life, and Ralph G., Engelsman, New 
York general agent Penn Mutual Life, 
discussed “In Tune With the Times.” 
MR. COFFIN: 

What are these times with which we 
should be in tune? In one respect they 
are the same old times as ever. Long 
years of participation in and observa- 
tion of this business have convinced 
me of at least one thing—that there 
are no short cuts to success. Managers 
and agents alike, being human, con- 
stantly seek short cuts—follow will-o’- 
the-wisps—try to achieve success with- 
out paying the price. Life underwriting 
is not necessarily a complicated proc- 
ess. An industrious and_ intelligent 
man, who will go through certain mo- 
tions, can do this job. Trouble is that 
many of us, while entirely familiar 
with these necessary motions, hope we 
can succeed without the tedious job of 
going through them. More on this in 
a minute. 


Clear Tendency Seen 

There is a clear tendency for the bet- 
ter agents to become still better, and 
the poorer agents still poorer. What 
does this mean? Because the public is 
properly learning to demand more and 
more knowledge and service from the 
men who sell it life insurance, there 
arises a situation where the better 
equipped life underwriters find the 
business easier and easier; the poorly 
equipped, the reverse. This seems a 





natural development, and one with 
which we certainly have no quarrel. 

A new social philosophy is develop- 
ing in our country, whether we like it 
or not. It behooves us to get in tune 
with this, to search for its positive 
elements, to see where we may com- 
plement and supplement it. The social 
security act is but one manifestation 
of this’ philosophy. 


MR. ENGELSMAN: 


No matter what your politics or 
background may be, if you are alert at 
all, it is perfectly obvious that right 
or wrong a trend has been established 
whereby labor, the average citizen, and 
the worker has been given, or has 
taken on, a greater sense of self-impor- 
tance, and that his problem, the small 
man’s, is now truly recognized as para- 
mount in the eyes of the America’s 
leadership. Witness the great popular- 
ity of social security and less workable 
pension plans that have been presented. 


Opens Up New Field 


Social security opens up a tremen- 
dous field for salary savings and pen- 
sion plans. One of the main objections 
by the employer to this plan in the 
past was that a firm would have to set 
up special and costly machinery in 
order to make deductions from their 
payroll. Now the social security act 
requires such a set-up so it should be 
comparatively easy to persuade pro- 
gressive firms to add the salary savings 
plan to the present social security. 

Salary savings business is increasing. 





When workers have or are given an 
opportunity to buy their life insurance 
on a convenient and intelligent basis 
they buy. 

The woman’s market has become 
more potent. Tremendous wealth is 
controlled by women. More and more 
women are entering the field of busi- 
ness. Yet how many of us have worked 
out a definite plan to secure some of 
this great volume of potential business? 


Has Same Needs 


The needs of the professional woman 
are precisely the same as those of the 
man. The needs of the others, such as 
girls who expect to: be: married, and 
those who are working only tempo- 
rarily present different problems. For 
the most part any saving they do must 
be over a short period of time. 

There is the need for the clean-up 
fund for the average wife. 

There is a need for inheritance tax 
insurance for the rich widow or wife 
of the rich man who has transferred 
his property. 

Mothers and grandmothers can be 
approached for educational policies for 
their children or grandchildren. 

Many women have recognized the 
necessity for having some independence 
of their own in later years, despite the 
present favorable financial position of 
their husbands and families. 


MR. COFFIN: 
Let’s go back and look at some of 
these old familiar motions, which we 





all agree must be gone through in any 
event. 

While everyone admits prospecting is 
easy enough to do, nearly everyone 
also says that he finds it very hard 
to do it. This is perfectly natural, for 
prospecting does not generally bring 
immediate results, and we are all in- 
terested in immediate results. The mere 
contacting of any people who may be- 
come clients later on is a phase of our 
work which we readily push into the 
background and forget all about. 


No Unique Method 


Our best prospectors have no particu- 
larly unique methods, but they had suc- 
ceeded in making prospecting a pri- 
mary objective, and in most instances 
making a sort of game of it. A good 
underwriter will sell approximately 
one-sixth of his red-hot prospects in a 
given month, and yet the agent is rare 
who makes any attempt to keep his 
inventory at this high a level. I would 
do two things. First, have an automatic 
device which would force me to bring 
new blood into the list. Second, resolve 
to keep my eye on my inventory every 
single day, and never rest content if 
the total volume in the _ inventory 
dropped below six times what I want- 
ed to pay for. ; 

There is just one proper way to sell 
life insurance. Programming is the cry 
of the day. Programming to my way 
of thinking represents the most intelli- 
gent approach to the average buyer. 

Underwriters do the best selling job 

CONTINUED ON PAGE 28 





REALIZATION vs. HOPE 


The men whose pictures you see on this page 
are living examples of a definite plan in op- 
eration. Certain characteristics are common to 
each. 

They are young men of character. They 
have demonstrated their ability to sell life in- 
surance successfully. 

They have a keen ambition to advance them- P. 3. YEOMAN 
selves in their chosen line of work. They are General Agent. 
willing to work hard to satisfy that ambition. aac camer ve 
They are on the road toward realization of 
their desires. 

Why? 

Because the Home Life has a definite plan 
of operation. 

Because adjustments due to change. of job or 
change of territory, etc., are facilitated by that 
plan. Because every possible assistance is given 
to enable them to demonstrate under favorable 
circumstances and without great sacrifice. 

Because the Home Life Plan embraces defi- 
nite activities, definite. objectives and definite 
results. Because actual requirements and ac- 
complished results receive prompt recognition. 

The average age of these men is 33 years. 

Their advancement has not been slow. 

As each goes forward, another young man 
must step in line because the promotion of 
young men of ability is a continuing process in 
Home Life’s company program. 


HOME LIFE INSURANCE CO. 
256 Broadway New York 


The Company of Opportunity 


JAMES F. RAMSEY 
General Agent 
Chicago 


VERNON W. HOLLEMAN 
General Agent 
Washington, D. C, 


¥ 


D. D. JOHNS 
General Agent 
New York City 


JOHN H. EVANS 
Assistant Superintendent 
of Agencies 
New York City 


JOHN F. WALSH 
Resident Asst. 
Superintendent of Agencies 
: Chicago 


DAN H. BOYD 
Field Assistant 
New York 


HOLMBERG 
Field Assistant 
Chicago 


FRANCIS H. LOW 
Field Assistant 
New York 


8. 
Field Assistant 
New York 
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Leading Life Offices of Chicaga 









The 


JAMES M. ROYER 
General Agency 


Our success rests upon the building of 


Successful Careers for ambitious salesmen 


Penn Mutual Life Insurance Company 


FRAnklin 7575 120 S. La Salle St. 
CHICAGO 











* 


The offices listed on this page are lead- 
ers in the life insurance field in Chicago. 
They believe in the National Association 
and for what it stands, and through this 
medium extend their cordial greetings 
to the 49th annual convention in 
Houston. 


* 

















HERMAN C. HINTZPETER 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


MANAGER 





Chicago’s Greatest Agency 



































































8th Floor, 208 So. La Salle St. State 9700 CHICAGO, ILLINOIS 
The W. Stancliff Fuller Farl M S chwemm Ses 
_ Equitable Life Manager ari mM. Marsh & McLennan 
° c. L. U. 
— es The Prudential We Maintain Specialised Depart 
ps Pat Insurance Co. Agency Manager ane Skee af 
Philip B. Hobbs ” ame The Great-West Life INSURANCE 
Agency Manager Home Office, Newark, N. J. Aconribiie)Gatlaguate Telephone Wabash 0640 
ese li Chicago Ordinary Agency | CHICAGO 
Harry T. Wright 1245-1251 Field Building — ee "Winsipes ‘Bafialo 
Associate Agency Manager Chicago 135 S. LaSalle Street "Pittsburgh — 
120 So. La Salle St. 100% Membership in Chicago Life Seattle yn 
CHICAGO Underwriters Randolph 5560 Vanemares joston 
Phone State 0633 Chicago General Agents for the 208 S. La Salle St., Chicago | 


NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


An agency giving its men thorough training and continuous supervision; the services of a competent statistician ; policyholder leads and route lists ; 
commission protection through accepting no brokerage business and no “part-time” agents. 
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~ We Pass 
the Milestones 


of Our Second 
Quarter Century 


This great Mid-Western Insti- 
tution invites your attention 
to its more than twenty-seven 
years of unsurpassed service 
in everything pertaining to 
the business of Life Insurance. 
Never has there been a flaw 
in the character of this service, 
and to our Policyholders, the 
Public, and our own Repre- 
sentatives, we pledge a con- 
tinuation of the same consci- 
entious and conservative 
management that has, since its 
beginning, given strength, 
character and integrity to this 
great institution, a product of 


the Middle-West. 
J. H. STEWART, Jr., V. P.-Treas. 


Th e F. B. JACOBSHAGEN, Secretary 
Farmers & Bankers 


LIFE INSURANCE COMPANY 
Wichita, Kansas 


‘*Policies that Protect’’ 


H. K. LINDSLEY, President 
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in the direction where they can easily 
and naturally be enthusiastic. Do you 
all remember the first sales idea you 
used when you entered the business? 
I’ll guarantee that you were keen about 
it, and it’s also probable that in recent 
years you haven’t used it very much. 
I would be willing to guarantee fur- 
ther that this original idea, however 
simple, would still sell a lot of business 
for you. It is an old friend, and an old 
familiar motion, and with these we are 
apt to do our best work. 

While each one of you: should nat- 
urally attempt to improve his equip- 
ment in any possible way, that he nev- 
ertheless remember that enthusiasm is 
the basis for all successful selling, and 
that it’s better to be enthusiastic about 
a simple idea than lukewarm concern- 
ing one which is more advanced. 


MR. ENGELSMAN: 


In these days in order to get a 
proper perspective into your sales work, 
it is important not only to be alert 
regarding life insurance problems, but 
national and world problems as well. 
Training should include a conscious- 
ness and a determination to keep 
abreast with things that are going on, 
through all channels of information. 
We are dealing with people in all 
walks of life, and in order for them to 
believe in us, we must understand their 
problems. 

I’d like to express an opinion regard- 
ing all the subversive literature and 
propaganda that our policyholders have 
been exposed to for the last few years. 
In my opinion, the reason for whatever 
success these scavengers have had has 
not been necessarily due to their clever 
efforts. 

The unfortunate part has been first 
that the average life insurance man 
when he comes up against recommen- 
dations of this mob, actually does not 
know enough of the fundamentals, and 
as a result, cannot compete with tricky 
misinformation. 

As a result the life insurance business 
is subjected to embarrassment every 
time a poorly trained underwriter meets 
such a situation. 

The general agents, the managers, 
the associations cry, “Why don’t we do 
something about this.” Well, we can 
and the first thing we can do is to 
see that our men understand first of 
all what life insurance is all about, and 
require some evidence of their knowl- 
edge of fundamentals. 


Make Simple Presentations 

The second observation along these 
lines I’d like to make is this: Another 
reason we have been having difficulty 
with our public is that we have not 
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Equitable and Northwestern 
Mutual Each has 146 C.L.U.’s 


Dr. David. McCahan, dean © American 
College of Life Underwriters, in reporting 
to the college trustees Tuesday evening, 
presented a pamphlet containing numerous 
diagrams that brought out clearly many 
facts about the C. L. U. situation. One 
chart showed C. L. U. representation by 
companies, giving the figures as of a year 
ago and as of today. Northwestern Mutual 
and Equitable Society each has 146 C, L, 
U.’s today. A year ago Equitable had 131 
and Northwestern 140. 

The figures for other companies are: 
Massachusetts Mutual, 76 a year ago, 33 
today; Prudential 57 and 70; Mutual Ben- 
efit 63 and 67; Penn Mutual 52 and 62; 
New England Mutual 57 and 58; Mutual 
Life 48 and 54; New York Life 52 and 53. 
Aetna Life 32 and 44; Provident Mutual 
39 and 41; John Hancock 36 and 41; Con- 
necticut Mutual 34 and 36; Travelers 33 
and 33; Union Central 28 and 28; Metro- 
politan 19 and 26. 

Another chart showed the number of 
C. L. U. candidates per 100,000 population 
among cities. The heaviest concentration 
is in Indianapolis. Then come Washington, 
D. C.; Boston, Seattle, Pittsburgh, Min- 
neapolis, Milwaukee, Los Angeles, St. 
Louis, San Francisco, Cleveland, Phila- 
delphia, Chicago, Detroit and New York. 





for them to truly understand. If you 
want to know what I mean, speak to 
some of your most intelligent and suc- 
cessful clients, and really find out what 
they know about their life insurance. 
You will find the answer is pitiful. 

What can we do about this? Well, 
take the trouble to think out new and 
simple language, in terms of present 
day conditions, in terms of ordinary 
situations, and interpret our life insur- 
ance to them in that way. I firmly be- 
lieve, and have often said, that unless 
we can say what we have to say in 
such simple language that a 15-year-old 
boy can understand it we don’t under- 
stand it ourselves. 

Our job is to see that the public 
truly understands what life insurance 
is; what it has done in the past, and 
the part it must play in the future to- 
wards the happiness and economic wel- 
fare of the nation. 





Indianapolis Life Function 


Indianapolis Life held an agency dinner 
Monday. Holgar Johnson, Penn Mutual, 
Pittsburgh, national vice-president, was the 
guest speaker. Vice-president A. H. Kahler 
presided. President E. B. Raub made a 
talk. Vice-president A. L. Portteus was on 
hand. we Houston general agent is George 

s. 


made our presentations simple enough! E. W 





In Tune With Times 





VINCENT B. COFFIN 
Vice-President Connecticut Mutual 


RALPH G. ENGELSMAN 
Penn Mutual, New York 
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Willing Community 
Service Builds Prestige 


By JOHN H. HILMES 


Equitable Life of Iowa, Des Moines 


Our business depends on knowing | 


the unselfish, substantial, and earnest 
people. How do we find these people? 
Just let yourself be known as one who 
will give willingly, and unselfishly, of 
your time, toward any and every civic 
movement, such as community chest, 
Red Cross, Y. M. C. A., chamber: of 
commerce, and you will meet, and be- 
come intimately acquainted and asso- 
ciated with this kind of people. 

Our business depends on_ people 
knowing us favorably. How do we do 
this? Again, your community service 
brings this about. Also, get active in 
your local association work; become 
an officer if possible. This gets you 
known favorably as a leader in your 
business. 


Make a Demonstration 

Our business depends not only on 
our knowledge of the business, but on 
people knowing about our knowledge. 
How do we do this? Just pick out one 
of those unselfish, substantial, and earn- 
est persons you met while serving on 
your community chest board. Do a 
good job of programming for him. Do 
a good job of analyzing his estate, or 
show him how he can make a substan- 
tial tax saving. It won’t take long be- 
fore he will be telling those other 
people with whom he associates, what 
you know. 

Our business depends, not only on 
what we do, but on people knowing 
what we do. How do we do this? Main- 
ly, by favorable newspaper comments 
about your community service activi- 
ties; about your local association activi- 
ties, or about any outstanding business 
record or accomplishment. Just do an 
outstanding job for your community; 
establish some particular record; or 
do something unusual, and you will 
get your story in your local newspaper, 
and quite often your picture. By thes 
newspaper comments, you become 


known as one who gives freely and 
willingly; you become known as a 
leader. in your business; as one inter- 
ested in the advancement of your com- 
munity. 





Our business depends not only on 
what record the life insurance business 
has established, but upon the records 
we ourselves have established. 

Every company has established some 
plan to’ acknowledge production, con- 
servation, length of service, etc.; mil- 
lion ‘dollar clubs to quarter million 
clubs, etc. 

Each of you can aim to become a 
member of one of the clubs available 
to. you, and when you receive your 
companies’ recognition, that is news. 
Your agency gives it recognition by 
getting the news in your paper; or, by 
sending an announcement to your 
friends and policyholders. 

Through the year, it is possible for 
each of you to be recognized in this 
manner several times. 

Regardless of how commonplace 
these continued recognitions seem to 
you, they mean a lot to the person who 
reads them. He views it as a record, 
and everyone knows how hard it is to 
establish a record. 

Last week a ten line article appeared 
in our paper, that I, along with two 
other agents, had 100 per cent con- 
servation records on our 1937 business. 
I didn’t see it myself until my attention 
was called to it; yet I received congrat- 
ulations for a week, and four personal 
letters. 

In this way, we attain accomplish- 
ment; for everyone likes to do business 
with a winner. 


R. C. Laub Campaign Manager 


Roswell C. Laub, general agent at 
Springfield, Mass., for Monarch Life, ar- 
rived Sunday to do some pre-convention 
campaigning in behalf of Roderick Pirnie, 
Massachusetts Mutual, Springfield, who is 
a candidate for trustee. Mr. Laub feels 
that there should be on the directorate a 
man who is intimately acquainted with all 
phases of savings bank life insurance, in 
view of the fact.that other states may es- 
pouse that system. Mr. Pirnie and Mr. 
Laub have worked together for several 
years in combating savings bank insur- 
ance. 








Talk at Women’s Session 

















ALICE E. ROCHE Philadelphia 
..-. Provident Mutual Life. 










SARA FRANCES JONES, Chicago’ 
Equitable Society 








GREETINGS | 


N.A.LU. 


from OLD NEW ORLEANS « ra. 


agents and managers listed below send 
best wishes to those gathered in Houston 
for the 49th annual meeting of the great 
life insurance organization. 





GUY C. LYMAN 


General Agent 


PACIFIC MUTUAL LIFE INSURANCE COMPANY 
715 Hibernia Bank Building 





JAMES W. SMITHER 


Manager, Louisiana and Southern Mississippi 


THE UNION CENTRAL LIFE INSURANCE 
COMPANY 


1648 Canal Bank Building 





COLIN J. MacDONALD 


Branch Manager 


SUN LIFE ASSURANCE OF CANADA 
8th Floor American Bank Building 





DORIAN FLEMING 


General Agent 


PENN MUTUAL LIFE INSURANCE COMPANY 
Canal Bank Building 























gJOHN A. BUMSTEAD 


Agency Manager 

TH EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 

804-809 Hibernia Bank Building 
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OUTSTANDING 
ONE LA SALLI 


The Life Insurang 


THE TEST=— 


What do you expect of an agency? 
























You want competency, don’t you? And speed .. . protection ... a 
strong company . . . modern facilities . . . progressive spirit . . . and 
friendliness. 








We believe we measure up to all these requirements. But you’re the 
judge — test us yourself! 


E. W. HUGHES 


General Agent 






Massachusetts Mutual Life Insurance Co. 


One La Salle Street Bldg. Chicago, Illinois 
Suite 1616 Phone RAN 0060 
















TELEPHONE STATE 3378 PRESTIGE! 
ROCKWO OD With all the fine qualities it em- 


braces is not a mushroom growth. 
Like a sturdy oak, it has been tested 


S EDW A RDS by the elements of time, 
r This Agency, for 32 years under 


the leadership of Samuel T. Chase, 










our predecessor as General Agent, has 
One La Salle Street enjoyed prestige of the highest order. 
Suite 1914 This is our rich heritage. It will 


be our aim to maintain it. 


| 
@ Charles J. | 


ZIMMERMAN 
General Agent 


AETNA LIFE co, Agemey 
INSURANCE THE CONNECTICUT 


MUTUAL LIFE 


COMPANY INSURANCE CO. 


CHICAGO, ILL. One La Salle Street, Chicago 


Sere, 

















LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


WILLIAM M. HOUZE 


I 
GENERAL AGENT & 
0 


ONE LA SALLE STREET BUILDING One La Salle Street Building 
An Address of National Prestige Telephone: Randolph 9336 S 

Rates and Floor Plans on Request CHICAGO, ILL. 

L. J. SHERIDAN & CO., Agents ‘One La Salle Street, Chicago : 
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AGENCIES LOCATED IN 


JWEREET BUILDING 


ne@enter of Chicago 


ie 











NE LA SALLE STREET 
BUILDING is the recognized 


Life Insurance Center of Chicago.. 


Relatively few of the large life 
insurance companies are without 
agency representation in this 
modern up-to-date building, 
located at La Salle and Madison 
Streets. 


The General Agents and mana- 
gers with offices at One La Salle 
Street whose names appear here 
have unequalled facilities for 
handling all life insurance busi- 
ness. Brokers will find prompt 
and unusual service on brokerage 
business at these offices. Men 
who desire to become Life Under- 
writers and connect with well 
established organizations that 
will give helpful aid will find an 


opportunity awaits them. 


Here are some of the most pro- 
gressive and modern producing 
organizations offering the finest 
service on life insurance to be 
found anywhere in the country. 

















STUMES & LOEB 


GENERAL AGENTS 


The Penn Mutual Life Insurance Co. 
SUITE 1525 


ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone Randolph 0560 


5 


An Agency Especially Equipped to Educate and 
Develop Steady Producers 








MARC A. LAW 


General Agent 


BERKSHIRE 


Life Insurance Co. 


* 
PITTSFIELD, MASS. 


is ie NATIONAL LIFE 


* INSURANCE COMPANY 
Byron C. Howes vowtranizn ~=WERMONT 


General Agent for Illinois Purely Mutual—Established 185¢ 





One La Salle Street Bldg., 
Chicago * 

Phone Randolph 2224 
Telephone Central 2500 


1835 One North La Salle St. 


An agency with a soul—permeated 
with an atmosphere of congeniality 
and the will te do. 

















FREEMAN J. WOOD 


GENERAL AGENT 


Lincoln National Life Insurance Co. 





18TH FLOOR ONE NORTH LA SALLE ST. 


Telephone Central 1393 
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Amicable 
ereetings 


to 

49th ANNUAL CONVENTION 
of the 

NATIONAL ASSOCIATION 


LIFE UNDERWRITERS 
ASSEMBLED IN HOUSTON 
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Amicable 


Life Insurance Co. 
'S AMICABLE LIFE BUILDING 


Waco... Texas 




































Many Association 
Projects Launched 


CONTINUED FROM PAGE 13 


writer must secure at least five inter- 
views a day to make a living, and if 
there are 100,000 career men and wo- 
men in this vocation, that means that 





ceiving a life insurance message. What 
a marvelous opportunity to carry cor- 
rect information to the people. 

Life underwriters must be adding to 
their knowledge of this business and 
related subjects in order to inform the 
public. } 

The association has had a vital re- 
lation to the American College of Life 
Underwriters. I am happy that it be- 
came my privilege to appoint the first 
association committee on cooperation 
with the American College and Nation- 
al Chapter, C.L.U. 

The existence of C.L.U.’s and a 
growing recognition of the designation 
has brought prestige to every agent. 


Education, Major Feature 

Down the years the education of 
agents to render more efficient service 
has been a major feature of associa- 
tion work. 

The association must be concerned 
regarding the quality of its member- 
ship. For the first time we have this 
year stressed quality as well as quan- 
tity. I am talking about the quality that 
arises out of personal character, devo- 
tion to the principles of legal reserve 
life insurance, demonstrated aptitude 
for success in selling and faithfulness 
in service. 

Only those recommended for mem- 
bership, approved by the membership 
committee, approved by the local board 
of directors and officially invited to 
join are accepted for membership un- 
der our present plan. 

Only a small percentage of the un- 
derwriters in any community are in- 
eligible under a quality rule. Three 
times as many agents qualified for invi- 
tation are outside our membership as 
there are in it. 

The ideals set forth in the agency 
practices agreement sponsored by this 
organization, but promulgated by the 
companies, are as old as the associa- 
tion movement itself. 

The agreement provides for the se- 
lection of better qualified persons to 
become agents. Our prestige is in- 
creased as our companies cooperate in 
selection of better agents. 

The agreement provides for the elim- 

ination of obviously unfit agents. A 
good job of house-cleaning has already 
been done and it will continue. 
We have emphasized the way in 
which the prestige of our business as 
well as of agents is lowered, especially 
in urban centers, by the employment of 
part-time agents. There is not a single 
field practice which cannot be con- 
trolled by our companies the very mo- 
ment they individually decide they want 
to control them, and are willing to co- 
operate with other companies. 

We will eventually see all compa- 
nies cooperating in some form of 
agreement, expanded as time goes on 
to include other features. 

The study of the subject of compen- 
sation of agents was inaugurated dur- 
ing this administration. If methods of 
compensation are vitally related to in- 
ducting into our business the type of 
people we need, then the most impor- 
tant new project of this administration 
is this research. 

Nothing we have undertaken this 
year has called forth the number of 
comments, almost without exception 
favorable, as has this research on com- 
pensation. 





Two from Richmond Company 
The head office of Life of Virginia 

is represented by President Bradford 

H. Walker and John W. Murphy, super- 














visor of ordinary agencies. 


500,000 Americans are every day re- 
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Strong Backing Is Given 
to Greensboro Man 





W. H. ANDREWS 


An aggressive campaign was con- 
ducted during the early convention days 
for W. H. Andrews of Greensboro, N.C., 
for national trustee. He is home office 
general agent for Jefferson Standard 
Life, and is president of the North Caro- 
lina Association. He served two terms as 
president of the Greensboro Association. 





Northwestern National Life 
Fetes Its Texas Agency 


A meeting for the Texas agency of 
Northwestern National Life will be held 
Wednesday evening in the Houston 
Club. Homer Hewitt, the Texas man- 
ager, presides. The principal talk will be 
made by President O. J. Arnold. Vice- 
president Carl A. Peterson and Dr. K. 
W. Anderson, assistant medical direc- 
tor, also will speak. 


Behan’s Men Attack Fish 


About 40 Massachusetts Mutual rep- 
resentatives were guests of the com- 
pany at a dinner at San Jacinto Inn 
Monday. Vice-president J. C. Behan 
was on hand from the head office and 
instructed the inlanders in the tech- 
nique of attacking the various fish 
courses. 


S. A. Swisher Is on Hand 


S. A. Swisher, agency vice-president 
of Equitable Life of Iowa, represented 
his head office. 











Playlet Lady Had 
Many Chores at Houston 


Olivia Orth Hewitt of Chicago, 
the playlet lady, staged about as 
many Eevice at Houston as O. 
Sam Cummings made speeches. 
Her husband is E. S. Hewitt, 
Connecticut Mutual, Chicago. At 
the national council meeting Mon- 
day, she rehearsed the stunt 
wherein a state association presi- 
dent visits a local association. At 
the managers section meeting 
Tuesday she polished up_ the 
actors who conducted a clinic. 
At the main session Wednesday 
morning, she directed the “In- 
terview With Snow White,” the 
playlet in which the performers 
were children of Houston asso- 
ciation members, Mr. Hewitt be- 
ing the author and narrator. At 
the Thursday morning session 
she will have a hand in so awn 
the stunt, featuring a record 
“voice” that will be prefatory to 
the conferment exercises of the 
American College of Life Under- 
writers. 
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How to Get Client 


to Recognize 
Problem Exists 


Series of Questions Pro- 
pounded to Unsettle Pros- 
pect Regarding His Will 





By DENIS B. MADURO 


Counsel N. Y. City Life Underwriters 
Association 


There are certain simple human prob- 
lems involved in wills which are of 
interest to clients. 

What are the sales purposes in dis- 
cussing with a client the problems that 
may be involved in his will? 

Such a discussion should be used: 

As a method of obtaining an audit 
of the client’s present existing insur- 
ance, aS a method of presenting the 
need for additional income after his 
death; of presenting the necessity for 
providing cash to pay the taxes and 
expenses incurred by his death; of pre- 
senting the necessity for providing cash 
to protect non-liquid property, such as 
a business, or real estate; of leading 
into a discussion of business insurance; 
of making the client conscious of the 
value of insurance by disclosing the 
risks and dangers that will impair the 
value of his other property in the event 
of his death; of obtaining the confi- 
dence of the client. 


Problems for Discussion 

I will state several of the problems 
involved in a will which can form the 
basis of discussion between yourself 
and your client. 

If any part of your insurance is sub- 
ject to the federal estate tax, does your 
will provide for such taxes to be paid 
from your general estate or from your 
life insurance proceeds? 

Do the provisions of your will for 
income to your wife and children har- 
monize or conflict with the provisions 
of your policies? 


Amount of Cash Needed 

Under your will, how much cash will 
your executor require in order to pay 
federal estate taxes and state inherit- 
ance taxes and administration expenses 
and debts and unpaid income taxes? 

Would your executor be forced to 
sacrifice and sell at a loss any specific 
property, such as your business, to 
raise cash to pay such taxes and ex- 
penses and debts? If so, how would 
this affect the amount of income the 
rest of your property would provide 
for your wife and children? 

Do the investment provisions of your 
will protect your property against 
financial and economic changes? 

Does your will provide for the 

liquidation of your business or busi- 
ness interests? If not, does it provide 
for the continued management of your 
business or business interests? 
_Is there a provision to protect spe- 
cific items of property, such as your 
business or your home or any valuable 
real estate? 


Children Born Subsequently 

Does your will make provision for 
children who may be born after the 
date of the will? 

Does your will eliminate the expenses 
and orolnee involved in the guardian- 
ship for the property of your minor 
child? 

Does your will give the proper and 
full powers to your executors and 
trustees, and also to your successor 
executors and trustees? 

Does your will relieve your wife and 
children from unnecessary or excessive 
income taxes, or do you feel that they 
Should pay the highest possible in- 
come taxes? 


on any part of your property before 
it is received by your children? 

Has your financial condition or your 
domestic situation changed since the 
date of your last will? 

Where is the original of your will 
located, and who would know about 
its existence in the event of your 
death? 

Your client does not expect that you 
will be a lawyer and will be able to 
give him the full answers. It is not 
necessary that you know all of the 
technicalities involved in wills. You 
reach the goal when you are able to 
recognize that a problem does exist, 
because your client will always go to 
the proper source for the solution. You 
cannot expect him to take the initia- 
tive unless and until he knows that a 
problem does exist. 





C. C. Day Addresses Kiwanis 


C. C. Day, general agent for Pacific 
Mutual in Oklahoma City, addressed 
the luncheon of the Houston Kiwanis 
in the Rice Wednesday. He was billed 
by Joseph S. Smith, Houston general 
agent for Aetna Life, who is the con- 
vention chairman. Mr. Smith for the 
past three months has been program 
chairman for Houston Kiwanis. 











| Possible Probe Target 
Pointed Out by Trust 
Cooperation Chairman 





Serious possibilities, in view of pros- 
pective “probe” activities, in the state- 
ment sometimes made by agents and 
occasionally in company advertising, 
that “there is no charge made for the 
distribution of an estate under life in- 
surance plans,” were pointed by Paul 
H. Conway, John Hancock Mutual Life, 
Albany, N. Y., in his report as chair- 
man of the committee on cooperation 
with trust officers. 


He declared that somewhere an ele- 
ment of cost must be charged up 
against every operation and service 
which the companies perform. Some 
trust executives are stating to pros- 
pective clients that if it is not directly 
charged against the recipient of the 
service, those who do not receive the 
services are being discriminated against 
unfairly, because of its general instead 
of specific allocation. Mr. Conway said 
he would like to see this situation 





cleared up, “because we believe that it 














Does your will impose a double tax 


ON LAKE MICHIGAN 





5300 BLOCK 


is fraught with some danger to our 
companies. 

“Pointed questions concerning it, 
directed from an unfriendly source, 
might be difficult to answer, and fur- 
thermore the answers might easily be 
twisted and used to the great detri- 
ment and unjustified criticism of the 
institution. We do not believe it is too 
difficult to conceive of a situation 
wherein unfriendly investigators might 
seize upon such statements and distort 
them, claiming that here again the 
small holder—the little man—is being 
penalized, because he is not receiving 
benefits which owners of larger and 
better serviced holdings are receiving, 
because through the method of cost a 
location used by the companies those 
receiving the benefits did not pay di- 
rectly for them.” 


Another complaint made by the trust 
companies concerned the use of the 
words “trust” or “trustee” in the de- 
scription of the services rendered by 
life companies, in the advertising of 
general agents and sometimes of com- 
panies. He held that this is misleading, 
or at least inaccurate. 


Mr. Conway reported the organiza- 
tions of new Life Insurance-Trust 
Councils in St. Louis and Chicago, 


and movements under way in that di- 
rection in other places. 


EDGEWATER BEACH HOTEL 








107 Insurance Organizations have chosen this unique Hotel on the beautiful shores of Lake 
Michigan as their meeting place. Ideally located with all modern facilities and unexcelled serv- 
ice for your every comfort and convenience it has played the role of the understanding host to 
the Insurance Fraternity year after year. 


Make the Edgewater Beach Hotel your Convention Headquarters in Chicago—all the luxury and 
refinement that a private club would afford are yours. 


In 


. . . . SHERIDAN ROAD 


CHICAGO 
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Men 
of Experience Choose 


PED ER AL 


CHICAGO’S OLDEST LEGAL RESERVE COMPANY 


Southern 


One idea I received in Denver last 
year and have used more than any 
other is: “Do you want to leave your 
family something to take care of, or 
do you want to leave something to take 
care of your family?” With this idea in 
mind, I went home and went to work 
to outline some general plan that 
would, in an adequate way, solve the 
problems of my clients. The result of 
my work was the forming of a num- 
ber of trusts which have been built to 
fit the needs of each client. 

It is true that a man can make a 
will controlling, in some degree, the 
administration and distribution of his 
estate. He can even appoint the man to 
administer the estate, who of course, is 
one in whom he has all confidence. 
Quite often the man appointed as ad- 
ministrator becomes a changed man the 
day he takes charge of the estate and 
too many times he dissipates that estate 
through bad investments or through 
mistakes made from lack of experience. 
These are usually estates, which, if 
properly managed, would have been 
adequate to supply the needs of the 
family for its lifetime. 










Federal Life has contracted more men 


of ability and experience, men of proved 






managerial calibre, during the first 
eight months of 1938 than during the 
last half dozen years combined. 








How to Prevent Dissipation 

How can a man leave his estate so 
that it will not be dissipated? He can 
make a will and hope that the man he 
is appointing as administrator will con- 
tinue to be as he is now, or as he is in 
the opinion of the man making the will 
—a good business man and honest. Or 
he can leave a portion of it in trust, 
enough adequately to care for the needs 
and comforts of his family—a trust that 
will not fail; one whose administrator 
will not prove dishonest and dissipate 
the principal, because both principal 
and interest will be guaranteed until all 
principal has been paid, and this can be 
arranged so that if any member of the 
family lives after receiving all the trust 
principal, his income will continue to 
him for his lifetime. 

How can a wealthy man form a trust 
with a life insurance company? 

1. Deposit a sum of money necessary 
to provide the income he wants each 
member of his family to have. This may 
be done through single premium life 
insurance, or deferred annuities, and 
should he want the trust to start im- 
mediately, through single premium im- 
mediate annuities. 

2. Purchase of annual premium life 
endowments or annual premium an- 
nuities. 

3. Purchase of ordinary or limited 
payment life insurance. 


Hardest Form of Trust to Write 


(1) This form of trust is the hardest 
to write because the companies do not 
care for the money, and the creator of 
the trust does not like to put out this 
amount of cash for his estate. This is 
one of the most expensive methods that 
can be used because with the same 
amount of cash invested, one can pur- 
chase long term endowments on the 
single premium plan and make an an- 
nual gift each year with the balance. 
Quite often I have talked with men who 
could make a trust of this kind and in 
each case that I have closed, I have 
been able to sell the idea of discounting 
premium and tying the business up with 
trust agreements. 






The reason: 


Federal's far-sighted program of 
Home Office assistance in agency build- 






ing, Federal’s aggressive sales devel- 






opment program, and Federal’s new 
STREAMLINER combination policies... 
providing complete life-accident-health 







protection in one contract . . . spell the 







answer. 


Enthusiastic reports from the field say 





the Streamliners just sell themselves. 






They get away from all objections to 






more life insurance. Sales resistance 






disappears before them. 







Men of experience and ability who 





seek an opportunity to build a business 
of their own, with adequate financial 






security for their loved ones, find it here. 











FEDERAL 


| Life Insuranee Co. 


ISAAC MILLER HAMILTON, President 


Purchase of Endowments, Annuities 


(2) Purchase of annual premium life 
endowments or annual premium annui- 
ties. 

A man can build a trust fund through 
the purchase of endowments to mature 
at the time he wants the trust to start 
operating. This is especially good when 
children are young and the need for in- 
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Setting up Trusts by 
Using Settlement Options 


By CLYDE C. WARFIELD 


Life, Tyler, Tex. 


Great 
(Talk given at Million Dollar Round Table) 


after completion of education and enter- 
ing upon a career or in the case of a 
daughter getting married. A long term 
endowment may be bought with a fairly 
low premium and trusted to do almost 
anything one may desire. 

This form of trust building has many 
advantages—it can be made free of all 
estate taxes by naming the beneficiary 
life owner, but restricting him from dis- 
sipating the funds or using them in any 
other way except as outlined in the 
trust agreement attached. Should this 
be done, then there would be no estate 
taxes; hence, the entire principal would 
be available to provide income for 
beneficiaries. In making this form of 
insurance trust, it is well to advise the 
purchaser that the only rights he will 
have are that he may pay the premium. 
He may not borrow any of the cash 
value or agree with the company to any 
change, but at the time of making the 
trust he may state exactly how the 
beneficiary may use the funds, either as 
a cash value or a matured death claim 
or endowment, with full assurance that 
it will not be altered. 


Constitutes Gift Allowance 


The purchaser should also be advised 
that the premium constitutes a gift’ al- 
lowance allowed him. With this form 
of trust, having two different maturities, 
a very flexible trust agreement may be 
drawn with the full assurance on the 
part of the maker. He will never pay in 
as much as the net principal will equal. 
In the case of 20-year endowment, the 
least he may pay is one premium and 
the most is 20. This is one of the most 
attractive plans and should be recom- 
mended to the buyer who .is able to 
make the premium deposits. The one 
outstanding feature of this plan is that 
each year he makes a premium deposit, 
he actually pays 1/20 of the principal; 
hence, should he set out to build a trust 
that would pay his beneficiary a defi- 
nite monthly income, and after making 
ten premium deposits find that he is no 
longer able to continue the deposits, he 
may stop and receive paid-up insurance 
to mature at the end of the endowment 
period for enough to provide one-half 
of the income originally planned. With 
these facts before the man, he may de- 
cide to purchase enough to mature in 
ten years to be sure that he will be 
able to complete the trust. 


Ordinary, Limited Payment Plan 


(3) Purchase of ordinary life or lim- 
ited payment life with trust fund bene- 
ficiary. This is one of the most popular 
forms of trust creation, because with a 
small outlay of cash annually, a man 
can assure his family a guaranteed liv- 
ing. 

It is not necessary for a man to be 
rich to arrange a trust fund with an in- 
surance company. Any man can pur- 
chase life insurance and trustee it to 
the limit of his ability, and if his earn- 
ing power will not permit him to buy 
enough insurance to provide all the in- 
come his family will need, he can pur- 
chase as much as is possible. 

A man can buy a trust fund from a 
life insurance company, even though he 
is not insurable. He can buy endowment 
insurance, placing the insurance on the 
lives of the ones he wants to create a 
trust for, and at the time of buying the 
insurance he can retain the life owner- 
ship during his lifetime and transfer the 
ownership to the beneficiary at his 
death, but add a trust clause to the 
policy which. will outline exactly how 
the principal may be used by the bene- 
ficiary and when it is to be used. It 1s 
so flexible that one may buy an endow- 








come can be deferred for several years, 





ment policy on the life of his child, 
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making himself the life owner for his 
lifetime. In so doing, he may if he 
wishes, use the cash value for life in- 
come for himself to be paid him so 
long as the insured may live, should he 
die before the insured, the income 
would be continued to the insured for 
the rest of his life. 

I am sure that by this time you know 
I have been telling you about pro- 
gramming, using settlement options, but 
changing the name to trusteeing for 
those of you who know settlement op- 
tions. This is a very simple job and to 
those who do not know the option 
settlements in your policies, please, for 
the sake of the institution of life in- 
surance, learn them before you call 
upon another man. 





Attention Is 
Directed at the 
Woman Prospect 





CONTINUED FROM PAGE 8 


tional Life, Cleveland, reported on the 
quarter million round table banquet that 
was held Monday and then Miss Jones in- 
troduced the first formal speaker of the 
day, Miss Alice E. Roche, Provident Mu- 
tual, of Philadelphia. Miss Roche de- 
veloped the theory that use of direct 
mail helps the agent in the organiza- 
tion of his time, in organization of ef- 
fort and organization of material. It 
induces activity on the part of the 
agent and by bringing inquiries to him 
helps him to operate in a professional 
atmosphere. She outlined five different 
ways in which direct mail may profit- 
ably be employed. 

At the conclusion of Miss Roche’s ad- 
dress, containing a thoroughgoing, work- 
able plan for prospecting through direct 
mail, her special field and one in which 
her efforts with her company have been 
highly effective, the audience rose to ap- 
plaud and someone recommended wiring 
Provident Mutual to express indebtedness 
to Miss Roche for her contribution. 


_ Before adjourning for luncheon Miss 
Summy declared that in the women’s ses- 
sions it is hoped to develop leadership of 
high quality so that each woman attending, 
inspired by what she has heard, and by the 
intimate exchange of other women’s ideas, 
will return to her field with a fresh point 
of view for attacking the many complex 
problems in a business where she is in 
keen competition with men. Miss Summy 
argued for the formation of women’s units 
in all cities having a minimum of 20 women 
members in the National association. 


Professional Basis 


“We want to put our profession on the 
same basis as the men,” she declared. “We 
want to inform the buying public, espe- 
cially the women, of our services, improve 
ourselves and our market.” 


Urging more women to try for the half 
million dollar group next year, Miss 
Summy said that as a result of the pub- 
licity in the insurance journals she received 
many inquiries from companies and agency 
managers who were interested in the num- 
ber of their own women agents who could 
qualify, 

Presided over by Mrs. Arbuckle, chair- 
man, and by Miss Emma L. Meyer, North- 
western National, Houston, co-chairman, 
those attending the luncheon represented 
an imposing cross section of women in the 
business world. Special recognition was ac- 
corded Sara Frances Jones of Chicago, a 
Pioneer in having women’s groups or- 
ganized, and “an inspiration to all of us”; 
Miss Beatrice Jones, who as a unit mana- 
ger in her company has 30 women work- 
ing under her; Miss Joy Lyidens, executive 
secretary of the Chicago association of 
1,66 members, who “tells the men how to 
do it’; Miss Sophia Bliven, Penn Mutual, 
Philadelphia, manager of a woman’s de- 
partment for her company and, too, a lead- 








er in the organization of the women’s 
divisions. Present also, were the wives of 
the executive board of the Houston Life 
Underwriters Association including Mrs. 
Joseph S. Smith, Mrs. William Harrison, 
Mrs. Sam R. Hay, Jr., Mrs. Charles Han- 
son and Mrs. Homer G. Hewitt. A beauti- 
ful Cape Jasmine, the gift of Mr. and Mrs. 
Smith, was presented to each guest. 


Afternoon Session 

Beatrice Jones, for her afternoon ses- 
sion, had broken up the discussion of 
“What to Do With the Woman Prospect 
Once You Have Her” into three main 
headings: 1. The breadwinner; 2. The 
woman of wealth; 3. Self pensions. To 
Miss Helen G. Stewart, Penn Mutual, 
Philadelphia, was assigned the first. Miss 
Stewart cited case after case of widows 
and others who through the force of cir- 
cumstances were made breadwinners, to all 
of whom she had sold the need either for 
mortgage insurance, educational planning, 
retirement income, business or tax insur- 
ance. 

Mrs. Berenice Meistroff, Guardian 
Life, Kansas City, told the gathering 
that a big opportunity exists for women 
agents in soliciting women of wealth. 
The problem of any one with money is 
sexless, she said, and it is silly to stand 
in awe of a woman who has come into 
the possession of money. The life in- 
surance agent has much to offer such 
a woman and once the field is entered, 
the going is easy, because women like 
to talk about their affairs and will pass 
the word along. Mrs. Meistroff said 
that women of wealth invariably refer 
the agent to some man counselor. She 
said it is easy to get his good will by 
judicious use of flattery. 

The address of Alberta Allen, Massa- 
chusetts Mutual Life, St. Louis, con- 
sisted largely of a hypothetical inter- 
view which brought out vividly the 
contrast between utilizing life insur- 
ance to produce an old age income and 
the individual seeking to accumulate 
investments by himself to effect that 
purpose. One way is the hard way and 
the other is the easy. The title of her 
talk was “Self Pension.” 

As a final feature of the program Miss 
Summy presented a questionnaire which she 
had sent to 400 women clients to get their 
reactions to different phases of insurance. 
The average age of the 400 contacted was 
37 and the answers were worthy of note, 
so much so that it was voted to try the 
questionnaire system in various parts of the 
country, as several women expressed in- 
terest. Some of the questions and re- 
sponses were: 

How did you buy your life insurance or 
annuities : 

1. Did you instigate the purchase? 46 
percent yes; 54 percent no. 

2. Did someone recommend the agent to 
you? 50 percent yes; 50 percent no. 

3. Did confidence in the agent prompt 
you to buy from her (or him) ? 90 percent 
yes. 

4. Did stability or reputation of the com- 
pany govern your choice? 90 percent yes; 
10 percent no. 

5. Did an advertisement or life insurance 
article prompt you to buy? 9 percent yes; 
91 percent no. 

6. If you were married, did your husband 
influence you to buy? 12 percent yes; 88 
percent no. 





Booklets on Agency Clinics 
May Be Had Upon Request 


The Diamond Life Bulletins, published 
by The National Underwriter, announce 
that the booklets on agency clinics referred 
to by Homer G. Hewitt in his address dur- 
ing the General Agents & Managers Sec- 
tion meeting Tuesday will be furnished 
without charge to any general agent or 
manager, who makes the request, which 
should be addressed to 420 East Fourth 
Street, Cincinnati, Ohio. 





Francis Bray Agency Lunch 


The Francis Bray agency of New 
England Mutual Life, which was 








opened just six months ago, had a 
luncheon in Houston Wednesday. 
Charles F. Collins, agency secretary 
from the head office, was present and 
spoke, as well as E. B. Thurman, Chi- 
cago general agent, with whom Mr. 
Bray was formerly associated and Isa- 
dore Samuels, Denver general agent, 
who is a national trustee. 





F. H. Haviland, vice-president Con- 
necticut General Life, came to Houston 
for a few days and then is departing for 
Del Monte, Cal., for the third regional 
meeting of his company. The first was 





at Swampscott, Mass., and the second 
at Green Lake, Wis. 





Morss and Cross Make Team 


Provident Mutual head office was rep- 
resented by Franklin C. Morss, man- 
ager of agencies, and Walter D. Cross, 
assistant manager of agencies. 





A. A. McFall Conventioneer 


A. A. McFall, vice-president of Col- 
umbian National Life, as usual repre- 
sented his company. 
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Texas Leaders Table 
Entertain Millionaires 

The ‘Texas Leaders Round Table 
is giving a cocktail party in the 
Rice ednesday evening for for 
members of the Million Dollar 
Round Table. The Texas Leaders 
are those who write $6,000 in 
premiums or more per year. 
Charles Hanson, Lincoln National 
Life general agent in Houston, is 
president. 





Thompson Is Prins’ Manager 


Charles Thompson, Metropolitan 
manager at Seattle, and a past national 
president, flew to Houston with John 
Prins, Metropolitan manager at Ta- 
coma. Mr. Thompson is campaign man- 
ager for Mr. Prins, who is a candidate 
for national trustee. They spent a night 
in Los Angeles, where they got a look 
at the American Legion convention. 





Colorado Life Represented 


From Colorado Life head office came 
Vice-president W. L. Baldwin and Sec- 
retary Bur Betts. 





Contrasts Easy and Hard 


Ways to Provide Income 


By ALBERTA ALLEN 


Massachusetts Mutual Life, St. Louis 


My work is mostly among women and 
I need to earn commissions because I am 
interested in many things which take sub- 
stantial commissions to procure. But the 
real compensation which I like to contem- 
plate as’a result of my 22 years in the 
business is measured by the consciousness 
that several hundred people in St. Louis 
have solved to a degree their old age prob- 
lem and that of their dependents as a re- 
sult of my efforts. 

One of my clients stated that she had 
secured through me a “rocking chair pol- 
icy,” meaning a policy which would permit 
her in her old age to sit comfortably in her 
rocking chair. 

Prospect, successful 
age 40. 

Miss Prospect, I am Alberta Allen. Our 
mutual friend Mary Smith said that I 
might use her name in introducing myself 


business woman, 
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In LIFE INSURANCE 


In keeping with the BEST in Life Insurance stands the record 
of N. A. L. U. through the years. 


Greetings and Best ‘Wishes for 
a Great Convention in a 
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rounded growth for a THIRD of a CENTURY. 
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to you. I am with the Massachusetts Mu- 
tual Life Insurance Company. Oh yes, I 
knew that a woman of your standing would 
have life insurance but I came to talk to 
you about an income; a monthly income 
which my company will guarantee to pay 
to you after 20 years and as long there- 
after as you live. 

Yes, Miss Prospect, of course, you have 
your own investments but have you realized 
that it takes $40,000 invested in 3 percent 
securities to produce $100 a month? We 
may not think so much of $100 but we all 
have a good bit of respect for $40,000. 
But $40,000 is only $100 a month in in- 
come and after all it is income in which 
we are interested, is it not? Your principal 
is good only in so far as it will give you 
an income, so why not buy income rather 
than take the hazardous route of building 
capital. 


Twenty-Year Program 


If you wish to accumulate $40,000 be- 
tween now and the time you are 60 it will 
be necessary that you now invest $1,445 in 
3 percent securities. This time next year 
you must have another $1,445 to which you 
would add last year’s interest and find a 
3 percent investment for this amount. If 
you do this for 20 years without the loss 
of a day in investing and without any loss 
of principal in 20 years, you will have 
$40,000 which invested at 3 percent will 
give you $100 a month. 





Now if you deposit $729 a year for 


twenty years with my company you will 
have deposited something over $14,000. Ac- 
cording to my company’s present experi- 
ence in interest earnings and mortality this 
deposit will average $606 annually and on 
that basis you will have deposited $12,120, 
and for that we guarantee to pay you $100 
a month at age 60. It is a life income which 
will come to you as long as you live with 
certain guarantees to your estate. Now 
there is quite a difference between $1,445 
and $606. There is $839 a year left for 
many of the good things in life which we 
should all enjoy if possible, or if you insist 
on saving $1,445 a year my company will 
pay you $200 a month for life and that 
is equivalent to $80,000 at 3 percent. Why 
deny yourself too many of the good things 
in life trying to accumulate capital when 
your capital is good only in so far as it 
produces income ? 


Getting Along on $50 


Suppose at age 60, possibly through some 
unfortunate investment, you find you have 
only $20,000 instead of the $40,000 you 
had anticipated; and in the last few years 
accidents such as this have occurred in the 
best of families. If you had only $20,000, 
that invested at 3 percent would give you 
an income of only $50 a month. You would 
be afraid to use any portion of your capi- 
tal because you don’t know how long you 
are going to live so it would be necessary 
for your peace of mind to preserve it in- 
tact and try to get along on $50 a month. 

There are three phases in our life: The 
consuming period—the period from child- 
hood to 21 in which we consume what 
our parents provide; from 21 to 65 is the 
producing period, at 60 or 65 we become 
consumers again. What are we going to 
consume? We are going to consume only 
what we have saved while we were pro- 
ducing. 

We can also say that there is the learn- 
ing period, the earning period, and the 
yearning period. Think how ghastly it 
might be when we are 65 and ready to re- 
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tire and we realize that $75,000 or $100,000 
has passed through our hands. We have 
earned that sum of money and it is gone— 
what have we to show for it? That truly 
would be a yearning period. 

Don’t you think that you had better turn 

rt of your savings over to the investment 
board of my company and have this guar- 
anteed income for yourself at age 60? And, 
Miss Prospect, if you should die before 
you have completed this $100 a month in- 
come for yourself the company guarantees 
to your family an amount varying from 


$10,000 to $16,000. 
Building Younger 
Clientele Urged 


CONTINUED FROM PAGE 7 








parents. It is quite easy to demonstrate 
to the parents the value of a child’s 
policy as compared to other investments 
which the parents might choose. 

“I am indebted to W. H. Beers, gen- 
eral agent of New England Mutual in 
New York, for an idea upon which I 
have capitalized in selling children 
from age 10 to 21. This idea involves 
the incorporation in the actual policy 
of a letter. The following is the text 
of this letter as it appears in the policy 
of my son, now age 14 
“My dear Dick: 

“Your graduation today from grade 
school is one of the first milestones in 
your life. Fortune willing, I trust that, 
in another four years,-you will have 
as successfully completed preparatory 
school and that you may then have a 
successful college career. 

“In these days of intense competi- 
tion, a fine education is the best herit- 
age I can give you. If I live, I will 
do everything in my power to see that 
you receive a good education. If I am 
taken away from you, my life insurance 
will guarantee you the education I want 
you to have. 

“There are many things I want you 
to learn in your advanced school work, 
which you may not get out of books. 
Two things, I especially emphasize: 
(1) Thrift; (2) self-denial. The habit of 
thrift involves self-denial, which helps 
to build character, and continuous sav- 
ing will enable you to acquire property 
to sustain you comfortably in later 
years. 

“Life Insurance is the best means I 
have found to acquire the habit of 
thrift, and I take pride in presenting to 
you, your first life insurance policy, 
— is dated and issued on June 9, 

“TI, Annual premium is $200.90, pay- 
able for 20 years, but if my death should 
occur before your 25th birthday, the 
company will waive all premiums fall- 
ing due before that date. 

“II. Future options available to you: 

“(a) At end of 10 years (your age 
24), if further annual premiums cannot 
be paid, the policy becomes paid-up for 
life for the full amount of $5,000. 

“(b) At end of 20 years (your age 
4), you have a choice of three op- 
ions: 

“(1) $3,680 cash (total of all 20 an- 

nual premiums paid). 
, (2) $1,985 cash and a $5,000 paid-up 
life insurance policy. All premiums then 
cease. You will receive annual divi- 
dends for life. Policy has a constantly 
increasing cash value for your em- 
ergency needs. 

“(3) $10,330 fully paid-up life insur- 
ance policy, having all the features of 
the $5,000 paid-up policy described in 
(2) above, in more than double meas- 
re. 

“I know we will both take pride in 
keeping this policy in force and I hope 
this picture will serve to frequently 
remind you of my interest and good 
wishes. 

“A ffectionately, 
“Dad.” 


“My son has this framed photograph 
of his first policy and of my letter to 
him describing it, hanging in his room, 






































































in a very conspicuous place. He is very 
proud of it and so am I. Many of his 
friends see it and business has already 
resulted from it. A copy also hangs on 
my office wall and I carry one in my 
brief case. This is just one idea for 
clients from age 10 to 21. An actual list 
of junior clients is one of the important 
units in my sales kit. 

“In addition to these young clients, 
I am making a determined effort to 
contact young and promising business 
men in their 20s and early 30s. I find 
that, as a group, these younger men 
have not been made callous to real 
insurance service, nearly so much as 
the middle aged successful business 
man. The combined result of my efforts 
is a gradual lowering of the average 
age of my clientele.” 

Mr. Dunnavan endeavored to place 
monetary value on the working time 
of the million dollar group. Figuring 
that the average policy written is or- 
dinary life at age 40, with the usual 
rate of commission and no lapses or 
deaths to cut down value of renewals, 
he estimated that a minimum qualify- 
ing producer would earn approximately 
$30,000 per year, including first year 
commission and value of future re- 
newals. Breaking down these figures, 
assuming 250 actual working days in 
a year, he found each working day to 
be worth $120, each hour $15, each min- 
ute 25 cents. . 

Assuming 44 years as the average age 
of the group and 65 as the probable 
end of their working careers, each one 
still has 21 years to work, which if 
valued at $30,000 per year means the 
average earning ability is worth at a 
minimum $630,000. He contrasted that 
with the fact that in 1936 the average 
million dollar producer had his own 
life insured for only $115,000, the value 
of less than four year’s earning ca- 
pacity. 

“Perhaps, as a group, we would sell 
more insurance to others, if we were 
more adequately insured ourselves,” he 
commented. 
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National Underwriter 
Exhibit in Rice Hotel 
Attracts Unusual Attention 


The exhibit of NATIONAL UNDERWRITER 
publications on the mezzanine floor of 
the Rice hotel is always surrounded 
by conventioneers who are eager to 
keep up with the literature and the 
salesmanship aids that are available. 
Much new material is on display this 
year as well as the established and 
popular services such as Diamond Life 
Bulletins, Estate-o-Graph, Unique Man- 
ual Digest, Little Gem Life Chart, etc. 
One of the new features is a slide rule, 
known as the “Incomer.” This was 
devised by Walter N. Hiller of the 
Stumes & Loeb Penn Mutual agency 
in Chicago. 

The NATIONAL UNDERWRITER businese 
organization is represented by Fred 
Humphrey of Dallas, southwestern 
manager; Walter M. Christensen of 
Atlanta, southeastern manager; L. H. 
Martin of Cincinnati, vice-president; 
A. R. Jaqua, Cincinnati, assistant ed- 
itor, and E. F. Gray, business manager 
Diamond Life Bulletins. 


Our Business in Force and 
Assets have been more than 


doubled under present man- 


agement since March, 1937 





Joe Smith Provides Music 


Among the many courtesies arranged 
by Joseph S. Smith, convention chair- 
man, was providing musical entertain- 
ment for each of the company lunch- 
eons, dinners and other get-togethers 
during the week. 


REPUBLIC NATIONAL 
LIFE INSURANCE CoO. 


‘Registered Policy Protection” 


Home Office 
THOMAS M, MOTT 
DALLAS, TEXAS Sec’y & Actuary 





Sunday Afternoon Boat Ride 


The national trustees and past na- 
tional presidents were entertained Sun- 
day afternoon by a group of Houston 
leaders and their wives. The party num- 
bering about 50 was taken by boat to 


THEO, P. BEASLEY 
Pres. & Gen. Mgr. 





San Jacinto Inn and to San Jacinto 
monument. Sam R. Hay was in charge. 
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supporter. Direct leads from him have 
accounted for over $250,000 of busi- 
ness. Our advance gifts division covers 
the substantial contributors, something 
over 700 in number. Much information 
regarding these subscribers has been 
accumulated in the chest files. At the 
committee meetings the names are dis- 
cussed in an effort to make the proper 
approach, and information is freely ex- 
changed. What do you thing of that as 
a prospecting opportunity? It would 
have taken ten years to acquire this 
picture of the lowdown on the city. 

“Presidency of my college alumni 
club led to an appointment as chairman 
of the university endowment campaign, 
and gave me access to the list of 
wealthy prospects which had been com- 
piled over a period of years by the 
university. Through a club membership 
committee, I met the representative of 
a New York investment counsel firm. 
He had a large clientele among people 
of ample means. We became interested 
in and familiar with each other’s work, 
since we were contacting the same 
class of prospects. 

“Because of my former connection 
with the building business I was able 
to obtain several substantial loans for 
a mortgage loan company. This placed 
me in an advantageous position with 
the president of the company, and I 
then acquainted him with the service 
that I could render to its clients who 
were purchasers of mortgages. Letters 
were sent by the president of this com- 
pany to a number of his substantial 
clients, telling of the service I had ren- 
dered in a particular case, in connection 
with recent changes in the tax laws, 
and stating that he had ‘taken the lib- 
erty of asking Mr. Stever to call on 
you some afternoon in the near future 
and acquaint you with these changes.’ 
“Incidentally, in addition to develop- 
ing this cooperation, the company has 
purchased $125,000 on its own officers. 


Use of Direct Mail 


“With a substantial list of partially 
qualified prospects and centers of in- 
fluence being developed, I felt it was 
desirable to cultivate our prospects by 
direct mail. This has taken various 
forms during its development. It began 
with mimeographed letters sent from 
time to time and offering a booklet or 
other information. This evolved into a 
printed monthly Tax News Letter. The 
persistent use of direct mail over four 
vears has produced very satisfactory 
results. In my opinion dignified and 
well conceived mailing pieces have 
three advantages: (1) They stimulate 
interest in estate problems; (2) they 
build prestige for the underwriter; (3) 
they make it easier to sell an interview 
when you call. 

“The objective of any prospecting 
plan is to have plenty of active pros- 
pects. Most systems will work if you 
work the system. I have found it prac- 
tical to. mail about five personal ap- 
proach letters each day and to follow 
up the letter with a telephone call on 
the day after the letter is received. This 
continues until enough prospects have 
been developed to keep me busy. Here 
is a typical approach letter: 

“Dear Mr. : The need for in- 
creased revenue, as a result of govern- 
mental expenditures, has led to drastic 
increases in estate, inheritance and in- 
come taxes. These changes have taken 
place with such rapidity that many peo- 
ple do not realize how their own es- 
tates have been affected. This condition 
makes it imperative for the person of 
means to give careful consideration to 
the most economical manner of distrib- 
uting his estate. To this end you will 
be interested in knowing how life in- 
surance may be employed in finding a 
solution to the three problems of every 
estate: investment, taxation and distri- 











ing to arrange an interview at your 
convenience. 

“Obviously, very few cases are sold 
by telephone, but interviews can be 
sold. Therefore, I concentrate on sel]- 
ing the interview. Here is what I might 
say: ‘Mr. , this is Ron Stever, 
district manager for the Equitable Life. 
On Tuesday, I wrote to you about es- 
tate and tax problems. Can you see me 
for a few minutes tomorrow morning?” 
At this point the prospect often states 
that he is not interested and may give 
the reason. After briefly answering the 
objection I again ask for the interview. 
If still unsuccessful, I build up the im- 
portance of the problems now facing 
estates and perhaps make the following 
statement: ‘Taxation is the most se- 
rious problem facing estates today. | 
have specific information which may be 
of value to you. There certainly can be 
no harm in setting aside thirty minutes 
to discuss this important problem. You 
may terminate the interview and dis- 
pose of the information as your judg- 
ment directs.’ 

At this point I again suggest a time 
for the interview. Drive hard for one 
thing only, a definite appointment for 
tomorrow. Avoid all extraneous discus- 
sion. You are asking for the appoint- 
ment to present valuable information 
and should refuse to discuss this infor- 
mation over the phone. Practically 100 
percent of my interviews are arranged 
by telephone. I don’t go down the hall 
to call on a policyholder or friend with- 
out telephoning. A lot of underwriters 
don’t like the telephone approach. Well 
—it works in Pasadena. My own expe- 
rience would indicate that I can sell 
nine out of ten interviews over the 
phone where I am acquainted with the 
prospect, and one out of four where he 
is a stranger. 





Most Sales in Own Office 


“T usually give the prospect the op- 
portunity to come to my office. At one 
time I didn’t think it was possible to 
get the prospect to my own office. 
Then I heard how some of you do 
business in your offices. I started ask- 
ing the prospect if he preferred coming 
to my office—some did. There is a psy- 
chological advantage in the business- 
like atmosphere of your own office. It 
adds to the professional relationship. 
The office itself has a part in creating 
the proper impression, especially if the 
prospect is a stranger as many of mine 
are. During the last year, 25 percent of 
all interviews were held in my office, 
and about the same proportion of busi- 
ness was closed there. 


“After the first interview with a new 
prospect I always write a letter empha- 
sizing certain important points brought 
out in the discussion and submit a list 
of references. My prospect is almost 
certain to be a customer of one of the 
three leading banks. The chances are 
he retains one of three firms of attor- 
neys. If he plays golf it is at one of 
four clubs. At each of these places I 
have tried to build centers of influence 
who are familiar with my work. Nearly 
always he is personally acquainted with 
one or more of my references. I think 
I know what the reference will say be- 
cause I have done my part in building 
their good will toward me and in creat- 
ing business for them. During the last 
year over $3000 has been created in at- 
torneys fees through my efforts in 
arousing interest in estate problems. 
Likewise there has been a substantial 
volume of trust business and work for 
the certified public accountants. 

“Success in life underwriting, like 
any other success, is necessarily the re- 
sult of a plan. However successful my 
own efforts have been, I owe to the 
objectives which have been set up each 
year. The goal established, ways and 
means to attain it have been found.” 





Los Angeles has a delegation of 25 
or more on hand for the convention, 
headed by H. G. Mosler, Massachusetts 
Mutual Life, president of the Los An- 
geles association, and Joseph Charle- 
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Paul C. Sanborn Is 
Elected Chairman 
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Carter of the American National, whose 
companies were hosts to the round table 
at the Galveston outing, were introduced, 
as was Roger B. Hull, managing director 
of the National association. 

President O. Sam Cummings of the 
National association, lauded the service of 
the round table group to the association 
management, pointing out that 40 are serv- 
ing in some capacity under the present ad- 
ministration, including four national trus- 
tees. He said Jack Lauer has been the 
“travelingest” chairman the round table 
has ever had and expressed his appreci- 
ation of Mr. Lauer’s addresses to local 
associations. 

Instead of the gavel usually presented 
to the immediate past chairman, Grant 
Taggart, who headed the round table last 
year, was presented a handsome wrist 
watch, suitably inscribed, the gift of the 
group. 

In recognition of their work on the 
executive committee, Chairman Lauer pre- 
sented Paul C. Sanborn, who recently ac- 
quired a yacht, a set of glasses, each with 
a different nautical design, and a similar 
set, bearing his initials, to H. G. Mosler. 
He presented to A. C. (Tex) Bayless, 
Southland Life, Houston, in charge of local 
—* a handsomely mounted desk 
pad. 

In opening the sessions, Chairman 
Lauer said that in the past year he has 
appeared before 17 associations in all parts 
of the country. He referred to the meeting 
of round table members held in New York 
City and the meeting in Chicago of the 
committee named in Denver to draw up 
a new constitution and by-laws. He also 
told of the resolutions adopted by the ex- 
ecutive committee at the Chicago meeting 
suggesting to the Life Presidents Associ- 
ation the desirability of an effective public 
relations agency and the widespread news- 
paper publicity given that action. 

He urged that every member, wherever 
possible, encourage the $500,000 and $750,- 
000 man to put forth just a little more 
effort so he may became a member of the 
group, and show them the advantages of 
membership. 

“There are a great many changes in the 
embryo in our business,” he said. “We, as 
a group, can be helpful in furthering move- 
ments for the welfare of life insurance and 
downing those movements which might 
prove detrimental. Let each one of us do 
our individual part.” 

Ben Ruhl, Massachusetts Mutual, 
Detroit, a former University of Michigan 
football star, used a football analogy in 
describing his use of the center of influence 
method, by saying that he gets his pol- 
icyholders to “run interference” for him. 
He said that the problem is not so much 
one of getting prospects as of getting 
in to see them under the proper conditions 
and told of a number of cases in which he 
had accomplished this result with the as- 
sistance of his policyholders and personal 
friends. 

Mr. Ruhl rather specializes on doctors 
and explained why he considered it easier 
to establish an endless chain of contacts 
among them than in any other business or 
profession. He has been in the business 
7% years, wrote 100 lives last year and has 
qualified for two years. 

Paul H. Dunnavan, Canada Life, Min- 
neapolis, presented some figures to show 
the value of the average million dollar 
producer’s time, then figured the value 
represented by the probably 21 years of 
productive activity still ahead of him and 
showed by the figures as to the average 
amount of insurance carried that it is far 
below what it ought to be. 

Mr. Dunnavan has been in life insur- 
ance 12 years and specializes on tax and 
estate cases. This is his third year of qual- 
ification, 

C. C. Warfield, Great Southern, Tyler, 
Tex., who spoke on “Selling Trusts,” 
first outlined the regular trust estate pro- 











Southland Life Holds 
Meeting for Its Managers 


Southland Life of Dallas held a 
meeting for its agency managers 
in Houston Monday. Emphasis 
was placed upon bringing about 
uniformity in recruiting and train- 
ing methods. B. A. Donnally, ex- 
ecutive vice president, was in 
charge. Talks were made by Pres- 
ident A. Morgan Duke and Jos- 
eph Woodward, assistant agency 
director. The meeting ended with 
a dinner. Much of the day was de- 
voted to round table discussion. 








cedure and then presented the idea of pro- 
gramming through the use of the regular 
settlement options as a further method of 
setting up “trusts” for the benefit of the 
policyholder and his beneficiaries. } 

Mr. Warfield has been in the business 
seven years and wrote 47 lives last year. 

Ron Stever, district manager Equitable 
Society, Pasadena, Cal., outlined the pro- 
gram which had brought him into million 
dollar production in his second year in that 
city, and with only one year’s previous 
experience in life insurance. He described 
his methods of building up a prospect list, 
including his scrapbook of information on 
people who were or might become pros- 
pects. 

Mr. Stever has been in life insurance 
six years, and wrote 50 lives last year. 
He has qualified for four successive years. 

At the afternoon session Denis B. 
Maduro, counsel New York City Life 
Underwriters Association, presented a 
series of points on tax and estate prob- 
lems which have come up in his experi- 
ence. He said he has found that he needs 
to use simple language and on each of 
the problems he discussed he suggested 
a question which will bring the prob- 
lem home to the prospect in a way he 
can understand. 

Speaking on “Life Insurance Looks 
Ahead,” J. R. Warwick, New York ad- 
vertising man, gave some suggestions 
on building prestige for the institution. 

Mrs. A. Bayless gave a dinner 
Tuesday for the wives of round table 
members. 








Roger Hull Gives Main 
Talk at Public Rally 


About 1,400 attended the public 
meeting Tuesday evening in the 
big Houston auditorium. J. S. 
Smith, Aetna, Houston, presided, 
introducing members of the Na- 
tional association sitting with him 
on the platform: President O. 
Sam Cummings, Dallas; Charles 
J. Zimmerman, Chicago; Robert 
L. Jones, New York; Sam Hay, 
Jr., Houston, president Texas as- 
sociation; William Harrison, 
Charles Hanson, Alva Carlton 
and William N. Blanton, head of 
the local chamber of commerce. 

After a half hour’s musical pro- 
gram Chairman Smith introduced 
Governor James V. Allred who 
delivered an address of welcome 
and described the many outstand- 
ing beauties, business advantages, 
natural resources and unlimited 
possibilities of all kinds which 
the great state of Texas offers 
both the visitor and permanent 
resident. 

Mr. Smith then introduced the 
main speaker of the evening, 
Roger B. Hull, managing direc- 
tor National association, who de- 
clared he was pinch hitting for 
Senator Tom Connally. Mr. Hull 
said in opening his remarks that 
it was his intention to try to 
bring a true picture of the insti- 
tution of life insurance to his lay 
audience. He gave his famous ad- 
dress “64 Million People—110 
Billion Dollars.” 
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Seek to Have 
P. B. Hobbs Again 


CONTINUED FROM PAGE 9 


which Mr. Hobbs is familiar. He has 
injected a lot of life into the organi- 
zation. The meeting in Houston Tues- 
day was an overflow affair, with some 
500 attending. The executive committee 
decided that the movement had gained 
much impetus and that Mr. Hobbs was 
the man to carry the banner another 
year. 

It is obvious that these managers sec- 
tion meetings are having an increasing 
influence in the business. Ideas are 
brought out here that will color agency 
operations throughout the country and 
establish trends. Hundreds of the most 
representative agency managers and 
dozens of home office agency execu- 
tives take these sessions and the ideas 
brought out seriously and will translate 
into immediate action what they find 
that is persuasive. 

The day’s program was diversified, 
including treatment of selection of 
agents on the psychological test basis; 
the staging of a demonstration agency 
clinic; an exceptional practical talk by 
Kellogg Van Winkle, Los Angeles, and 
a stirring philosophical address by E. B. 
Thurman of Chicago. 

Carroll C. Day, Pacific Mutual, Okla- 
homa City, presided at the morning 
session. He was vice chairman of the 
Managers Section. 

O. Sam Cummings of Dallas, na- 
tional association president, was pre- 
sented. He gave a sketch of the history 
of the Managers Section. 

Paul Speicher of Indianapolis, pres- 
ident Research and Review, made some 
observations on the importance of in- 
telligent selection of agents. Verne 
Steward, Los Angeles, gave a discus- 
sion of psychological tests to deter- 
mine whether the prospective agent has 
a chance of succeeding. He presented 
a mass of statistics that he has gath- 
ered. 

Mr. Day announced the new mem- 
bers of the executive committee and 
the division of the country into 15 dis- 
tricts. Each member of the executive 
committee will be responsible for a dis- 
trict and will be expected to visit each 
local managers association in his ter- 
ritory at least once during the year. 

The new members of the committee 
are: Verne Holleman, Home Life, 
Washington, D. C.; W. H. Andrews, 
Jefferson Standard Life, Greensboro, 
N. C.; Harold Kaufman, Northwestern 
Mutual, Minneapolis; Hugh S. Bell, 
Equitable of Iowa, Seattle; Isadore 
Samuels, New England Mutual, Den- 
ver; and Claude Dunfee, Great West 
Life, Toronto. 

Kellogg Van Winkle, Equitable So- 
ciety, Los Angeles, gave a practical 
talk, “Training the New Man.” He got 
a sustained hand and was put on the 
answering end of many questions from 
the floor. One question brought out the 
fact that Mr. Van Winkle has 184 
agents. 

He was asked how he reconciles the 
idea of a canned sales talk with the idea 
of individual training of men, and Mr. 
Van Winkle said that training in a 
canned talk gets the man to working 
along effective channels and pursuing 
logical sequences. 

In answer to another question, he 
said he discourages a man from pur- 
suing C. L. U. studies until he is eco- 
nomically self-sustaining. 

In 13 years his profit and loss ac- 
count stands at about $12,000, he said. 
The outstanding account usually runs 
about $4000. It has been as high as 
$9000. The loss on the loan fund ac- 
count is in the neighborhood of $1000 
a year. 

Mr. Day announced that each reg- 
istrant would receive a kit of material 
from the Diamond Life Bulletins, Re- 
search and Review, Sales Research 
Bureau, and American College of Life 
Underwriters. That material, he said, is 
worth $5. 














Mr. Hobbs presided at the afternoon 
session. 

Earl Schwemm, Great-West Life, 
Chicago, gave a report on the C.LU, 
cooperative fund and study groups. He 
told of the $30,000 that has been raised 
by an assessment of 50 cents per mil- 
lion dollars of ordinary in force in the 
cooperating companies and explained 
that this will go to defray one half the 
examination fee of candidates for C, 
L. U. examinations. 

Mr. Hobbs introduced the skit that ex- 
emplified how to conduct an agency clinic. 
The skit was directed by Mrs. Olivia Orth 
Hewitt, the playlet lady of Chicago, and 
the performers were Texans. It consisted 
of two scenes. 

In the first scene an agent approaches 
a prospect and is compelled to make a 
cold exit. That agent then signs up for 
the agency clinic and the second scene 
is the clinic. The technique of the agent 
is picked to pieces by others in the 
clinic, and constructive suggestions are 
made. The act was well rehearsed and 
went off smoothly. 

The performers were Homer G. Hew- 
itt, general agent, Northwestern Na- 
tional Life; “Buster” Dees, Northwest- 
ern National; Frank Freed, Aetna Life; 
Shirley Brakefield, Southland Life; Roy 
Cox, Northwestern National; Clarence 
Darling, Ed Gross, Burdette Lane, W. 
H. Winn, J. C. Hartman. 


Mr. Hewitt in behalf of the cast pre- 
sented a bouquet to Mrs. Olivia Orth 
Hewitt, with some pleasantries to the 
effect that he is not the Mr. Hewitt. 

Mr. Hewitt went on to tell the experi- 
ences he has had with the agency clinic 
idea. He was prompted to install a 
clinic in his agency by the material 
on the subject published by the Dia- 
mond Life Bulletins. In a clinic, he 
said, an agent will stand for a lot more 
criticism than he will in the ordinary 
course from his general agent. In Mr. 
Hewitt’s agency two clinics are includ- 
ed—one for veterans and the other for 
cubs. 

The clinic has caused some of the 
older agents to employ new ideas to 
their satisfaction. 

Mr. Hewitt said the clinic is a good 
step in reducing the deplorable turn- 
over in the business. 

Henry Schoch, Aetna Life, Detroit, 
presented to the Life Insurance Man- 
agers Club of Los Angeles the cup of 
the Sales Research Bureau and Gen- 
eral Agents & Managers Section for 
having made the greatest record of 
progress during the year. It was a close 
choice, he said, between Pittsburgh and 
Los Angeles. The committee was ¢s- 
pecially impressed with the “code of 
ethics” of the Pittsburgh organization. 
However, the decision favored Los 
Angeles. Other associations to get a “call 
were Dallas, Chicago and New York. 

Leon Soper, Phoenix Mutual, presi- 
dent, Los Angeles Managers Associa- 
tion, accepted the cup. 

The final speaker was E. B. Thurman 
Chicago, general agent New England Mu- 
tual Life. “Motivation and Stimulation of 
the Older Man” was his subject. It is nec- 
essary to find something in the agent’s life 
for which he will trade extra effort in the 
business, he declared. It is necessary to find 
from what compartment of his life he de- 
rives his greatest satisfaction and pleasure. 
The manager must know enough about life 
and human beings to apprehend how men 
strive to get into the happiest situations. 

A career man is one who gets on a track 
and stays on it—a full time agent. 

Motivation comes from within and a 
man can’t be browbeaten and driven.. The 
thing to be stimulated is the mans desire 
to get into his favorite compartment 0 
life. ~ 

A man will go only so far for a dollar, 
but some men will go to the limit of. = 
endurance if their lives have been dedicate 
to a cause. hed 

A man’s background must be searcne 
to find his personality pattern. In selection 
it is important to avoid getting men be 
can’t be stimulated beyond the dollar mark. 

Mr. Thurman closed on almost a celes- 
tial note and the audience rose spontan- 
eously and clapped fervently. 
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State Presidents 
Swap Ideas 


CONTINUED FROM PAGE 6 
said. To qualify an agent must produce at 
least $6,000 a year in premiums. Some 200 
have qualified. Each one pays $1, gets a 
certificate and the group is feted at a 
luncheon during the state sales congress. 

The Texas state association gets 50 cents 
from each member. 

In appointing committees, Mr. Douglas 
emphasized the importance of selecting 
agents who will take the work to heart 
and of getting a distribution as to company 
representation. 

P. B. Hobbs, Equitable Society Chicago, 
head of the Illinois association, made a 
snappy talk. He said as of June 30, 1937, 
the Illinois association had 1,989 members. 
A year later the figure was 2,473. There 
are 18 local associations in the state. 

The local associations should be imbued 
with a sense of pride in the state asso- 
ciation showing, he declared. They should 
be impressed with a sense of their import- 
ance in legislative activity. The state asso- 
ciation is influential in respect of legisla- 
tion because it is statewide and the mem- 
bership figure is impressive. 

Mr. Hobbs voiced the belief that at least 
75 percent of the association meetings 
should be closed to non-members. In Chi- 
cago during January and February agency 
heads in the city are requested to nomi- 
nate from their offices certain agents who 
are not members, who will receive guest 
privileges. Good meetings are arranged 
and the guests in due course are solicited 
to join. 

J. Lee Denson, Jefferson Standard, Jack- 
son, Miss., described the enterprise that 
was employed to bring about the forma- 
tion of five new local associations in his 
state—Biloxi, Gulfport, Meridian, Hatties- 
burg, and Vicksburg. The cooperation of 
Commissioner Williams was secured and 
he addressed the organization meetings, 
thus giving the agents the impression that 
the movement had the backing of the de- 
partment. About four years ago, only 2 
percent of the licensed life agents in Mis- 
sissippi, he said, belonged to associations. 
Today the percentage is 14. Nationally, he 
said, the estimate is that from 10 to 20 
percent of the agents are enrolled in asso- 
ciations. 

Homer Rogers, Equitable Society, In- 
dianapolis, told of the effective work that 
the state association there does in connec- 
tion with legislation. The association works 
through the Insurance Federation and the 
combined fire-casualty-life-fraternal forces 
are united. H. A. Luckey, State Mutual 
Life, Indianapolis, who does much legisla- 
tive work, supplemented the account that 
was given by Mr. Rogers. 

E. A. Murphey, John Hancock Mutual, 
Buffalo, told something of the fight made 
by the New York state association, first 
against savings bank life insurance, and 
then to restrict its application. In a sense, 
he said, a victory was won, because the 
total amount of savings bank insurance a 
person may buy was limited to $3,000 and 
other restrictions were imposed. New 
Yorkers are apprehensive, he declared, that 
amendments may be offered in a year or 
two to liberalize operation of the system. 

In connection with the recodification of 
the New York insurance laws, he said, the 
agents are opposed to licensing brokers to 
write life insurance, to revision of section 











Legislative Developments 
In Past Year are Reviewed 





The report of the law and legislation 
committee, submitted by Chairman 
Vivian Anderson, Provident Mutual, 
Cincinnati, gave especial attention to 
the proposed change in the revenue 
act, which would reduce the exemption 
on gifts to each individual beneficiary 
from $5000 to $4000 and make it im- 
possible to take any exemption on any 
gifts made in trust and not outright 
to an individual. The report reviewed 
the efforts made to secure a change 
in the phraseology of the amendment. 
While they were unsuccessful, a num- 
ber of senators and_ representatives 
gave assurance that the matter would 
receive their attention when the reve- 
nue act is introduced in the next ses- 
sion of congress. 

Further assurance of cooperation was 
given in a letter received from Guy T. 
Helvering, commissioner of internal 
revenue, stating that careful consider- 
ation will be given to any suggestions 
that may be submitted either in regard 
to rulings touching existing revenue 
law or changes in the existing law. 

The committee recommended that 
nothing further be done on the Loner- 
gan amendment until it can be seen 
what kind of tax measure comes before 
congress at the next session. 

Brief comment was given on the sav- 
ings bank life insurance law in New 
York and it was stated that there is 
little doubt that it will be brought for- 
ward in a good many parts of the coun- 
try in the next sessions of the state 
legislatures. 

The committee again urged that lo- 
cal associations hold meetings with 
their state representatives and senators 
and also with the United States repre- 
sentatives and senators from their dis- 
tricts to get acquainted with them so 
that when legislation or tax questions 
come up they will have closer personal 
contacts. 





55-a (protection of beneficiaries against 
claims of creditors), to written examina- 
tions for life agents licenses, but they are 
in favor of a law compelling analysts, 
counsellors, etc., to be licensed as agents. 

Steacy Webster, Provident Mutual, Pitts- 
burgh, told about the sales congresses that 
are sponsored in Pennsylvania. The state 
association gets 50 cents per member with 
a limit of $150 from any one association. 

Kellogg Van Winkle, Equitable Society, 
Los Angeles, told about the sales congress 
caravans that are conducted in California, 
the responsibility being divided between 
the Los Angeles and San Francisco asso- 
ciations. 

A. Leroy Johnson, Sun Life, Jackson- 
ville, Fla., reviewed the session that was 
conducted for instructing officers of local 
associations in various phases of the work. 
He was closely questioned by J. G. Calla- 
han, Metropolitan Life, St. Louis, Mis- 
souri president, because Mr. Callahan said 
a similar school will be held in his state. 





The Mutual Life of New York will 
hold a luncheon Thursday noon with 
Julian S. Myrick, New York manager 
as chairman. Edward C. Hintzpeter, 
assistant manager at Chicago, is as- 
sembling the group. He is registered at 
the Rice. 
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THE PHILOSOPHY OF CONTINENTAL 
AMERICAN 


Stretching the Protective Power 
of the Premium Dollar 


. is founded upon two important facts about life and life 
insurance: (1) that because of necessity the average man thinks 
of the premium first, and buys the protection he can, rather than 
the protection he needs; (2) that a man’s need for insurance for 
his growing family is greatest early in life. Working on these 
premises, Philip Burnet, the Company’s founder and first presi- 
dent, developed the philosophy from which Continental American 
has never swerved. Step by step, the Company has built its struc- 
ture of “extra protection.” 

It has offered a full line of ten Preferred Class contracts 
at rates that give 10 to 25% “extra protection” per premium 
dollar, {It has developed the “Business Policy” which provides 
to Age 65 about 50% more than the usual protection on 
premiums leveled through life. It originated the Family In- 
come Policy, a revolutionary type of high-protection contract, 
since adopted by most companies. {It inaugurated the Term 
Additions plan by which dividends that might otherwise be 
frittered away can be used to purchase an average of more 
than $100 of “extra protection” for each dividend dollar. 
{It gives the policyholder the privilege of reducing his premi- 
ums on Endowment and Limited Payment plans, without evi- 
dence of insurability, to a figure lower than Ordinary Life 
rates as of the original age of issue; thus releasing money to 
purchase needed extra protection. 


These and other plans and features of Continental American 
are facets of the same basic philosophy—to offer the greatest 
protection, at the time it is needed, for the available premium 
dollar. We believe that this philosophy is more fitting today than 
ever before. 


Continental American 
LIFE INSURANCE COMPANY 


Wilmington, Delaware W. M. Rothaermel, Vice President 



































Edwards Trophy 
Goes to Chicago 
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The Charles Jerome Edwards Trophy 
award, based one-half on numerical in- 
crease and one-half on percentage increase, 
goes this year to the Chicago association. 
Others in the first ten on this basis are 
Binghamton, N. Y.; Hawaii, Roanoke, 
Va.; Asheville, N. C.; Santa Barbara, 
Cal.; Lehigh Valley, Pa.; Fort Dodge, 
Ia.; Terre Haute, Ind., and San Diego, 
Cal. 

Chicago showed the largest numerical 
gain and went to first place in the local as- 
sociation standing, with 1,657 members. 
Roanoke showed the highest percentage 
gain, 113.8. Others showing more than 100 
percent increase were Fort Dodge, Santa 
Barbara, Asheville and Terre Haute, with 
Lehigh Valley 96.3 percent and Birming- 
ham 94.4 percent. 

The total number of associations was in- 
creased to 320 on June 30, the highest num- 
ber ever recorded, and since that time ap- 
plications have been received from three 
more associations. In that connection the 
report of Secretary C. J. Zimmerman 
showed that 20 new associations have af- 
filiated since the last convention, 10 previ- 
ously affiliated have applied for reinstate- 
ment and 14 have been dropped because of 
non-payment of dues. 

There has been especial activity in the 
organization of state and regional associa- 
tions as the result of the creation of a 
special committee to take charge of such 
activities, headed by O. D. Douglas, Lin- 
coln National, San Antonio, Texas. That 
committee reported that this year state as- 
sociations have been established in Colo- 
rado, Kentucky, Minnesota, Mississippi, 
New Jersey, North Carolina, Utah and 
a Middle Atlantic regional (Maryland, 
Delaware and District of Columbia.) 

This brings the total number of state or 
regional associations to 38. There are six 
states with but one local association each, 
which excludes them as state association 
prospects. They are Arizona, New Mexico, 
North Dakota, Oregon, Rhode Island and 
Wyoming. Until this year there was only 
one local association in Mississippi, with 
headquarters in Jackson. A state associa- 
tion was organized this year and five addi- 
tional local units have been formed in that 
state. Oklahoma and West Virginia are the 
only states with state association possibili- 
ties that have not been organized, and plans 
have been made for those states. There is 
no local association in Nevada, but an 
organization meeting has been planned and 
it is expected that a unit will be established 
this month. That will give representation 
in every state in the Union. 





The Northwestern Mutual Life has a 
luncheon scheduled for Thursday at 
12:30 on the Rice Hotel roof garden 
with Grant L. Hill, superintendent of 
agencies, as host. George L. Grimm, 
production manager Hobart & Oates 
agency, Chicago, who is at Room 1009 
in the Rice Hotel, is in charge of res- 
ervations. 





The Southland Life hostesses helped 
conventioneers make merry on the roof 
garden of the Rice Tuesday evening. 








Union Central Has Dinner 
for 40 Representatives 





The 40 or so Union Central 
representatives at Houston are 
having a dinner at the Lamar ho- 
tel Wednesday evening. The head 
office is represented by Terome 
Clark, vice-president; Wendell 
Hanselmann, superintendent, and 
K. D. Hamer, assistant superin- 
tendent of agencies. William Har- 
rison, Houston general agent of 
Union Central and president 
Houston Life Underwriters As- 
sociation, is presiding at the din- 
ner. 



































Elaborate Plans Made 
for Golden Anniversary 





Elaborate plans for the cele- 
bration of the golden anniversary 
of the National association next 
year, which had already been ap- 
proved by the trustees, were re- 
ported to the national council 
Monday by John Newton Russell, 
Pacific Mutual Life, Los Angeles, 
chairman of the special commit- 
tee in charge of the observance. 

The most notable feature of the 
plans so far adopted is the deci- 
sion to offer a $500 cash prize for 
the words and music of an anni- 
versary anthem, which will be- 
come the official song of the Na- 
tional association. Another prize 
of $100 also will be offered for a 
suitable slogan. 

Other features being studied 
are a grand anniversary banquet 
with skits in old-time costume or 
an old-fashioned minstrel show; 
presentations of an agent solicit- 
ing 50 years ago, and 50 years 
hence; a souvenir brochure with 
period sketches, and a broadcast 
to all associations, meeting simul- 
taneously in celebration of the 
anniversary. 


Quarter Million ‘3 


Dinner Session 
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“Our job is to give help when help is 
most needed,” declared Miss Agnes Bru- 
der, Equitable Society, Chicago, one of the 
largest women producers. “The average 
family requires income rather than capital 
and we must determine the investment 
needs of our clients especially in relation 
to the changes proposed for Jan. 1 for set- 
tlement options.” 

Mrs. Martha Washburn Allin, North- 
western Mutual, Minneapolis, disclosed a 
plan she has for making herself known 
to her prospects. It is a neat white card 
printed with pertinent personal data: her 
college, sorority, club affiliations, her ex- 
tensive insurance background and a list of 
important references, which she sends out 
in advance of her calls. Across the top of 
the card is printed: Ideas, Life Insurance, 
Annuities, Tax Insurance. She declared 
many are adopting this scheme. 

Among others taking part in the discus- 
sion of Miss Rockwell’s four topics of the 
evening were: Mrs. Eunice C. Bush, Mu- 
tual Life, Baton Rouge, La.; Miss Alberta 
Allen, Massachusetts Mutual, St. Louis; 
Mrs. J. C. Fortune, Jefferson Standard, 
Dallas; Mrs. Blanche Horst, New York 
Life, Davenport; Miss Hermine R. Kuhn, 
Equitable Society, New York; Mrs. Bere- 
nice Meistroff, Guardian Life, Kansas 
City; Mrs. G. A. Ralls, Minnesota Mutual, 
Houston; and Mrs. Helen Stewart, Penn 
Mutual, Philadelphia. 

Miss Summy, who this year was chosen 
chairman of the entire women’s commit- 
tee, was unanimously elected chairman of 
the quarter million group for the coming 
year. In accepting, Miss Summy declared 
that it was a big honor “to be selected 
the leader of leaders.” She then appointed 
a committee consisting of Miss Rockwell, 
Miss Allen and Miss Kuhn to consider the 
qualifications for life membership in the 
group, and also the desirability of raising 
the dues. 











Klingman Is Equitable Host 


W. W. Klingman, Texas manager of 
the Equitable Society, was host to 75 
Equitable men on a cruise to San 
Jacinto. Mr. Klingman has been mak- 
ing substantial progress in developing 
Texas for his company and he now 
has seven district managers. 





W. H. Rothaermel, vice-president 
Continental American Life, is on hand 





from Delaware. 
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Opening Session 
Colorful, Stirring 
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and the prospective diner is warned against 
eating lunch beforehand and preferably 
against having breakfast. 

Those leaders who are in the midst of 
things have a strenuous time with so many 
activities running at the same time. O. 
Sam Cummings of Dallas, the amazingly 
active president (Kansas City Life, Dal- 
las), for instance, delivered to Wilfrid 
Jones of National association headquarters 
manuscripts of nine addresses that he is 
making. 

The trustees started their sessions Satur- 
day, going all day. On Sunday they met 
further and picked Louisville for the 1939 
mid-year meeting. In the afternoon they 
were taken to San Jacinto Inn by boat. 


Functions on Monday 


On Monday the National Council met 
throughout the day, mainly to listen to re- 
ports. Monday evening the Women’s Quar- 
ter Million Dollar Round Table had a 
dinner, with these elite producers donning 
formal dress. Next door there was a din- 
ner of presidents of state associations. The 
presidents had resounding voices and Joy 
Litidens, executive secretary, Chicago as- 
sociation, had to send in a note, asking the 
gentlemen to lower their voices. 


All day Monday the General Agents As- 
sociation of Pacific Mutual Life was hold- 
ing sessions, going to a public park for a 
barbecue that evening. 

Add to these functions, dozens of smaller 
pow-wows of committees, subcommittees ; 
trustees of American College of Life Un- 
derwriters, etc., and Monday was indeed a 
busy day. 


Tuesday Hectic Day 


Tuesday is in many ways the most hectic 
day of the week. The General Agents & 
Managers Section held forth throughout 
the day, with about 500 attending. The 
Women Underwriters had morning and 
afternoon sessions. The Million Dollar 
Round Table breakfast adjourned at 7:15 
p.m., electing Paul Sanborn, Connecticut 
Mutual, Boston, as the new chairman. Then 
Tuesday evening the great public meeting 
was held in the auditorium. That event was 
inaugurated last year in Denver. It gives 
the local people a lot of prestige (that 
seems to be the favorite word of the year 
in life insurance) and advertising. U. S. 
Senator Tom Connally was to have been 
the featured speaker, but he couldn’t keep 
the engagement, so Roger B. Hull, man- 
aging director National association, sub- 
stituted and delivered his sure-fire hit “64 
Million People—110 Billion Dollars.” 

_ Wednesday is a full day, but the activi- 
ties are more concentrated. There is the 
morning session in the auditorium and an 
afternoon session in the Rice. The Super- 
visors held a luncheon with J. Harry 
Wood, supervisor of ordinary agencies 
John Hancock, as the speaker. H. V. Jack- 
son, Occidental Life (Cravens, Dargan & 
Co, Houston) presided. Wednesday eve- 
hing comes the dinner of the National 
Chapter C.L.U., with Dr. John A. Steven- 
son, executive vice-president Penn Mutual, 
as the speaker. Then comes the big social 
event—the President’s Ball. That promises 
to be really a graceful affair this year, as 
the hotel accommodations are splendid, with 








Revise College Setup to 
Care for Wider Service 





By-laws of American College 
were revised by the trustees Tues- 
day. Provision is made for a lim- 
ited number of life trustees in 
addition to 21 2-term trustees; 
establishment of six standing 
committees; creation of an edu- 
cational advisory department. 

E. J. Clark, F. W. Ganse and 
Dr. S. S. Huebner were elected 
as the life trustees. 

New term trustees elected are: 
G. H. Chace, Prudential; G. A. 
Patton, Mutual Life; and G. L. 
Hunt, New England Mutual. 

Chairman is J. S. Myrick; vice- 
chairman, W. M. Duff; president, 
Dr. Huebner; dean, Dr. David 
McCahan; secretary, Dr. John A. 
Stevenson; treasurer, F. W. Ganse; 
counsel, Robert Dechert. 








tion. In the past the dance has sometimes 
been something of a milling mass. 

For the opening period dramatic ef- 
fects were employed. Lights were 
turned off and the speakers spotlighted. 
President Cummings took the plat- 
form. Greetings were extended by J. 
S. Smith, general convention chair- 
man (“If you don’t like everything, 
blame Joe Smith”); Sam R. Hay, Jr., 
president Texas association; Wm. Har- 
rison, Houston association president; 
Mayor Fonville of Houston. 

Fraternal greetings were brought by 
Dr. John A. Stevenson, representing 
Life Presidents Association. He filled 
the shoes of V. P. Whitsitt, manager, 
who could not attend; Col. C. B. Rob- 
bins, general counsel for American Life 
Convention; J. M. Holcombe, Jr., for 
Life Agency Officers Association. 
Alexander J. Irving, of Saskatoon, 
president, for Canadian Life Under- 
writers Association; R. L. Daniel of 
Texas, for National Association of In- 
surance Commissioners, who advocated 
including a course in life insurance in 
all high schools. 

Mr. Cummings presented various 
leaders in the National association. 
The spotlight fell on each as his name 
was called. 

In presenting the trustees and other 
national officers, a huge map of the 
country was shown. It had apertures 
at the appropriate places. Through 
these appeared the heads of those who 
got the “call” and they sang out a 
message. The stunt was reminiscent of 
the “coon dodging” game at carnivals: 
C. C. Thompson, Seattle, doubled for 
Sam Cummings and his head popped 
out of the Dallas aperture, with Holgar 
Johnson, extending from the Pittsburgh 
opening, doing the presentation. 

Three amendments to the by-laws of the 
National association, submitted by the by- 
laws committee, headed by E. A. Crane, 
Northwestern Mutual, Indianapolis, and 
already approved by the trustees, were 
adopted Wednesday morning. The only one 
of importance is that which increases the 
membership of the national council by add- 
ing the presidents of all local associations. 
Each association will now have two rep- 
resentatives, the president and the national 
committeeman. The other amendments 
change the name of the committee on con- 
ference on local association problems to 
committee on local association administra- 





the roof garden turned over to the conven- 


tion, and provide for earlier submission to 





Greetings from 





STATE RESERVE LIFE INSURANCE CO. 


FORT WORTH, TEXAS 








A General Agency Company 


Every opportunity for a real future 
offered to men and women with vision 


Complete Line of Accident and Health Policies 


Low Rate Non-Participating Contracts 
Low Net Cost Guaranteed — Bonus Policies 
A Good Sub-Standard Department 


Exclusive territory for Real Builders 
with a truly modern agency minded company. 


* 
Our Texas General Agents: 


GILMER G. AYCOCK : LUBBOCK _‘T.. B. KNIGHT « EL PASO 

D. E. BISHOP + BIG SPRING W. W. MESTEMACHER » WESLACO 

W. R. DUKE : WICHITA FALLS MRS. LILLIAN OLIVER,» ATLANTA 

WALTER P. CRISLER - DALLAS W. L. PETTIGREW « EDGEWOOD 
JOHN J. TOOMBS : ABILENE 


x 


For information regarding territory and 
a general agency proposition, write: 


W. LEE BALDWIN, Vice President 


COLORADO LIFE COMPANY 


HOME OFFICE 


DENVER, COLORADO 

















Do You Kuow... 


@ That Fidelity is now in its Sixtieth year, hav- 
ing been founded December 2, 1878? 

@ That it operates in 37 states, including New 
York and the New England states, on a 3% 
reserve basis, full level net premium? 


@ That it has more than 100,000 policyholders, 
more than $117,000,000 in assets and more 
than $362,000,000 of insurance in force? 


@ That it originated the Disability provision on 
October 16, 1896 and, on approval, provides 
disability income benefits of $10 per thousand 
with its famous “Income for Life’ plan which 
it originated December 24, 1902? 


[he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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the trustees of invitations for national con- 
ventions. 


A resolution commending the United 
States government for its efforts toward 
international peace was adopted by the as- 
sociation. It was presented by J. Stanley 
Edwards, Aetna Life, Denver, acting chair- 
man of the resolutions committee in the 
absence of Chairman W. Rankin Furey, 
Berkshire Life, Pittsburgh. 


President Cummings, in resounding 
voice, delivered his “Message.” Mr. Cum- 
ming’s “Report”. was printed and distribut- 
ed. The “Message” was something else 
again. He treated at some length the mat- 





ters which have been given attention dur- 
ing his administration. He emphasized the 
study that has been made of methods of 
compensation of agents. He voiced some 
ideas about public relations. He said qual- 
ity membership in the association had been 
stressed. 

A stimulating playlet, directed by 
Olivia Orth Hewitt, insurance drama- 
tist of Chicago, was staged. Edwin S. 
Hewitt, Connecticut Mutual, Chicago, 
served as narrator; Martha Hay as 
“Snow White”, Helen Kiker as “The 
Wicked Queen”, Eddie Bryant as the 
“Huntsman”, Roy Cox, Jr, as “The 
Prince Charming” and Snider Carlton, 





TOLBERT F. POYNOR, General Agent 


1024-25 Electric Bidg. 
Houston, Texas. 


J. W. TIMMONS, General Agent 


222 Blackburn Bidg. 
Amarillo, Texas. 


Creetings. 


/lational Association of 


Life Underwriters 


* 


GUARANTEE MUTUAL LIFE 
COMPANY 


OMAHA, NEBRASKA 
A. B. OLSON, Agency Vice President 


GUY 0. STREET, General Agent 
702-4 W. T. Waggoner Bldg. 
Fort Worth, Texas. 

A. D. LEAVELL, General Agent 


Osborn Bldg. 
McAllen, Texas. 


William Harrison III, Douglas Whit- 
ty, Douglas Hanson, Charles Hanson, 
Jr., Milton Jackson and Fred J. Stan- 
cliff, Jr., as the “Seven Dwarfs.” 

The performers were children of mem- 
bers of the Houston association. 

The characterization of this sad but 
“happy ending” fairy tale of Snow 
White lends itself well to the efforts 
of man to construct and organize his 
financial estate with the help. of life 
insurance. All seems lost indeed until 
the Prince Charming Underwriter ap- 
pears on the scene to rescue Snow 
White from her enemies—the attackers 
of life insurance. 

Talking in relays on.“In Tune With the 
Times,” Vincent B. Coffin, second vice- 
president and superintendent of agencies 
Connecticut Mutual Life, and Ralph G. 
Engelsman, New York general agent of 
Penn Mutual Life, suggested ways of 
meeting present day conditions. Mr. Coffin 
said that there are no short cuts to success 
and the trend today is for better agents on 
one hand and poor agents on the other. 
The public is turning to the experts for 
more knowledge and service while the ones 
who do not have that knowledge are get- 
ting less business. Both men emphasized 
the need for recognizing the present trend 
of social security philosophy and governing 
sales methods accordingly. 

J. L. McMillin, manager for Mutual Life 
in Philadelphia, presided over the panel on 
“Prestige Building” Wednesday afternoon. 

“Prestige is the sum total of our repu- 
tation, influence, authority and distinction 
that result from our character, achieve- 
ments and associations, culminating in con- 
fidence and good will,” he said in his pre- 
fatory remarks, 

“Prestige must be earned through what 
we are and what we do,” he added. 

“We do not use prestige as a catch-word. 
We are not suggesting it as a slogan for 
life underwriters. Slogans carelessly used 
are dangerous. 

“We urge against thinking of prestige as 
something clever which we can put on to 
serve as a panacea. 

“We do not use the term in the sense of 
self-glorification: the gaining of recogni- 
tion as a prop for our vanity. We must 
keep in mind that the public gets tired of 
hearing us tell how great we are; it is in- 
terested in what we can do to help solve 
the problem of financial independence. 
“There are no short-cuts to prestige. 
“In a consideration of how to build 
prestige, of the kind we are talking about, 
we are forced to discover the kind of char- 
acter, achievements, and associations that 
are required for building public confidence 
and good will. This requires us to dis- 
cover the pattern for the life underwriting 
personality and the life underwriting task. 














“Life underwriters seek success in the 





reelings to N. A. L.U. Members 


COME TO ST. LOUIS IN 1939 











CENTRAL STATES 


LIFE INSURANCE COMPANY 


St. Louis, Mo. 





Alfred Fairbank, Pres. 
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hardest of all the fields of human endeayor 
—that of influencing human behavior, an 
undertaking that we cannot succeed in un. 
less we get ourselves believed in and ag. 
cepted. We must get ourselves across and 
we must adopt a program of prestige. 
building and prestige-using. 

“The great objective of peoples is finan- 
cial security and in their search for secur- 
ity, the public is open to the persuasion of 
false prophets, selfish propagandists and 
cranks who recommend crack-brain soly- 
tions and programs. These assaults against 
common sense cannot be checked by intimi- 
dation or abuse; they cannot be squelched, 
but they can be repulsed; by truth about 
the problem of economic security, truth 
about life insurance and by honest, intellj- 
gent, dependable underwriting practices, 

“Next to issuing and carrying out their 
contracts, it is the function of life com- 
panies to see that every possible person 
makes adequate and wise use of insurance. 
This responsibility is tremendous, and the 
public, when it understands the nature of 
the problem, will approve the use of a 
reasonable part of each premium dollar in 
carrying out this undertaking. 

John H. Hilmes of Equitable Life of 
Iowa in Des Moines, speaking in the 
“prestige building” panel, emphasized 
the value of the agent taking a promi- 
nent part in civic activities and in his 
local life underwriters association. He 
advocated that the agent endeavor to 
get the newspaper to publicize the fact 
that some company honor has come to 
him, that he is going to a convention, 
etc. 

P. B. Turner, Home Life general 
agent in Kansas City, contributing to 
the prestige building forum, developed 
the idea that the prestige of the individ- 
ual agent is affected by the reputation 
of the agency as a whole and, for that 
reason, the producer should be just as 
much interested as the general agent 
in surrounding himself with competent 
associates. Proper recruiting and train- 
ing produce successful agents and suc- 
cessful agents create prestige for the 
agency, which is a real resource of each 
individual associated with the office. 
Bart Leiper, speaking in the prestige 
building panel, suggested two types of in- 
stitutional advertising that might be em- 
ployed. One is use by many companies of a 
series of premium notice enclosures. The 
other is newspaper advertising signed by 
insurance commissioners. Mr. Leiper is 
manager advertising and sales promotion 
of Provident Life & Accident. 

J. R. Warwick of Cecil, Warwick & 
Legler, a New York advertising firm, 
took part in the prestige building semi- 
nar, giving his ideas as a representative 
of the public. He contended that the 
insurance companies should engage in 
a program to bring about a warmer 
reception on the part of the public for 
the agent. The individual producer is 
a colorful man, he said, there is much 
about him that can be dramatized. He 
and his work should be highlighted, 
he said. The life insurance business, 
he said, offers the best potential adver- 
tising copy that there is. It revolves 
about people and emotions. He said 
that the business should engage in such 
a program before it is placed on the 
defensive, as were the railroads, and 
compelled to advertise to protect them- 
selves. 

Denis B. Maduro, counsel for the 
New York City Life Underwriters 
Association, conducted a period devot- 
ed to discussion of wills. In his open- 
ing remarks he gave a series of ques- 
tions, one or more of which the agent 
can put to his prospect, in an endeavor 
to get the prospect to recognize that 
a problem as to his will exists. The 
agent, Mr. Maduro said, need not know 
the answers. The prospect will go to 
an attorney, but the agent profits by 
having forced the man to recognize 
that there is a problem. 





The Travelers is having a dinner 
Wednesday night with James S. Reber, 
assistant agency superintendent of the 
life and accident department, in charge. 














F. Ronald Vincent, assistant Travelers 
manager at Dallas, is one of the hosts. 
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Let's shake on it” 











A NEW Sa CS aw 


GOOD THE YEAR *ROUND 


“Let's Shake On It’, emphasizing juvenile insurance, 


is a new member of the direct mail advertising family 
which faithfully serves our field representatives. 


There are now forty pieces in our line which is prob- 
ably one of the most extensive direct mail advertising 
services offered by any life insurance company. 


The records for 1935-6-7 show that during this period, 
our agents sold an average of one among every 14 
people cultivated by the advertising. 


Each letter and folder carries to the prospect the 
name of our representative who will call, thereby in- 
dividualizing the advertising for our salesmen. 


| 


SPRINGFIELD. MASSACHUSETTS 


* 


Bertrand J. Perry, President 
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San Antonio’s Only Uw ~- Regal Reserve Life Insurance 
Company Proudly Greets Visiting N. A. L. U. 
Neighbors in Houston 


Texas is highly honored with this opportunity of open- 
ing its portals to America’s leading life insurance under- 
writers, and it is earnestly hoped that visiting N. A. L. U. 
Delegates will find their stay in the Lone Star State ex- 
tremely enjoyable. 


It was eight years ago this month that the Great 
American Life first spread its fledgling wings over Texas; 
to the lasting pride of its founders in having chosen an 
Empire so fertile, so friendly, and so favored. In these 
eight years the Great American Life Insurance Company 
has risen from obscurity to a position of eminence among 
the South’s foremost financial institutions . . . among the 
leading life insurance companies of the land. 


Including all stock legal reserve life insurance com- 
panies organized in the United States during the last two 
decades there are only 7 today that possess an amount of 
cash Capital and Surplus (policyholders’ surplus) equal to 
or greater than that of the Great American Life. 



















































































This pace of progress, coupled with the company’s 
record of numerous unparalleled achievements, provides 
rare opportunity for the underwriter whose goal is greater 
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